HEMIS 

RUGGI 

ICORPORATING  RETAIL  CHEMIST 


AUGUST  251979 


Spotlight  on  another 
Simple  success  story! 


Simple  Hand  Care 

The  Simple  Range  is  now  Simple  Soap,  Simple  Moisturiser, 
Simple  Cleanser,  Simple  Shampoo,  Simple  Skin  Tonic,  Simple  Hand  Care 


Simple  things  simply  sell 
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All-time  record  spend -All  TVcampaign! 

BIG  SETLERS 

SALES  BOOST 


Hotlines 
for 


"EVERYWHERE  people  are 
changing  to  Setlers".  This  is 
what  the  brand  new  commercials 
for  Britain's  express-selling  in- 
digestion remedy  are  saying.  And 
this  is  what  chemists  are  finding 
nationwide. 

Setlers,  the  firm  Number  2  brand 
and  still  climbing  fast,  clearly  have 
good  reasons  for  their  remarkable 
sales  growth. 

Greater  appeal 

FIRST,  reformulation.  Smoother 
texture,  mintier  flavour,  and  20% 
more  relief-giving  ingredients  have 
given  Setlers  a  greater  appeal  than 
ever  before. 

£500,000  boost 

NEXT  there's  advertising  support. 
At  a  massive  £500,000  annually  this 
is  the  biggest  ever  boost  for  the 
brand,  with  close  on  £150,000  being 
spent  this  month  alone,  all  of  it  on 
TV  and  much  of  it  in  peak  viewing 
time. 


New  commercials 

THIRD,  come  the  new  fast-moving 
commercials  -  a  scene  from  one  of 
which  appears  above.  These,  com- 
bined with  the  other  factors  and 
the  attractive  deals  currently 
available  make  it  more  sense  than 
ever  to  stock  up  with  this  famous 
express-relief  brand. 


ENO  gets  extra 
sparkle! 

WARMER  days,  the  need  for  refreshment,  holiday 
stomach  upsets . . .  together  these  mean  that  year- 
round  support  for  sparkling  Eno  always  bears 
added  fruit  in  summer.  Which,  in  turn  means  that 
this,  above  all,  is  the  time  to  restock  and  display. 

NEWCOMER 

Now,  to  give  sales  even  more  sparkle,  comes 
line  extension,  Lemon  Flavoured  Eno.  So  success- 
ful was  last  year's  Lanes  test  market  that  now  the 
launch  is  rolling  on  into  the  Midlands. 

Backed  by  both  TV  and  press,  this  newcomer  is 
adding  definite  sparkle  to  all  Eno  sales  -  its  own 
and  those  of  its  parent  brand. 


HOUDOT  SPECIALS 

DIOCALM,  always  a  specially  good  holiday 
time  seller,  is  reported  as  selling  better 
than  ever  this  summer. 

Hardly  surprising  when  you  remem- 
ber that  the  brand  now  rates  as  the  safe 
antidiarrhoeal  and  is  currently  centre 
piece  of  a  handsome  new  counter  display. 

This  attractive  item  also  offers  cus- 
tomers a  handy  free  Holiday  Hints 
leaflet  and  features  two  other  big 
summer  sellers  -  Germolene  Footspray 
in  the  ever  popular  25%  extra  can  and 
All  Fresh  Clean-Up  Squares  in  their  now 
famous  special  price  pack. 


Dinnefonfc 

GRIPE  MIXTURE 


Cleaned  pro*1" 


AS  warmer  nights  make  babies 
fretful  and  holidays  away  from 
home  make  young  mums 
anxious,  demand  naturally  goes 
up  for  Dinneford's  Gripe  Mixture 
and  All  Fresh  Baby  Bottom 
Wipes. 

Which,  for  all  chemists  makes 
this  the  key  time  to  check 
stocks  of  these  hot  summer  lines 
and  keep  both  well  to  the  fore. 
Remember,  the  more  you  display 
the  more  you  sell. 
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In  the  open 

If  anyone  doubted  that  resale  price  maintenance  was 
dead,  they  will  surely  see  the  truth  now.  Merck  Sharp 
and  Dohme  have  dropped  enforcement  of  resale  prices 
from  their  price  lists  to  wholesalers  and  Sangers  have 
introduced  a  printed  card  showing  the  details  of  their 
latest  discount  schemes  on  "ethicals"  (p272). 

Sangers  take  the  view  that  if  the  independent  panel 
assessing  pharmacy  contractors'  remuneration  has 
withheld  an  interim  award  because  of  the  wholesaler 
discounts  that  contractors  can  obtain,  then  those 
discounts  must  be  available.  Sangers  also  believe  that  the 
panel  has  brought  the  discounts  into  the  open  and  that 
wholesalers  may  safely  follow  suit. 

Most  contractors  will  agree  that  life  would  be  much 
simpler  if  the  various  wholesalers'  schemes  were  set  out 
clearly  and  remained  still  long  enough  for  pharmacists  to 
absorb  them  and  take  advantage.  At  present  most 
contractors,  and  probably  competitive  wholesalers,  are 
totally  confused  about  who's  giving  what,  when  and  where. 

Some  manufacturers,  including  MSD,  have  cut 
wholesalers'  margins  in  an  attempt  to  force  them  to  give 
up  discounting.  Yet  still  it  goes  on.  In  the  short  term, 
effects  on  wholesalers'  service  may  not  be  too  noticeable. 
The  raising  of  minimum  customer  turnover  values  can  be 
"justified"  on  the  basis  of  other  economic  factors. 
The  cutting  of  some  delivery  schedules  can  be  blamed  on 
the  increase  in  fuel  prices.  But  with  higher  margins,  not 
eroded  by  discounts,  such  effects  could  be  buffered 
leaving  the  wholesalers  able  to  carry  out  their  prime 
function — giving  the  best  service  to  pharmacies,  and 
consequently  to  the  patient.  It  will  never  be  known  what 
services  have  been  shelved  that  could  have  been 
introduced  to  help  pharmacies  if  wholesalers  had 
sufficient  profits. 

In  a  letter  this  week  (p299)  Mr  G.  Brooks,  managing 
director  of  Sants  asks  "Is  an  attempt  to  retain  RPM  still 
worth  the  effort?".  His  answer  to  himself  is  that  it  is, 
because  medicines  should  not  be  treated  as  ordinary 
items  of  commerce.  They  are  potentially  dangerous 
products  requiring  public  respect  which  can  only  be 
obtained  and  sustained  by  stringent  professional  and 
legislative  control.  How  true. 

Mr  Brooks  suggests  wholesalers  should  negotiate  for  a 
measure  of  control  similar  to  the  pharmaceutical  prices 
regulation  scheme  applicable  to  manufacturers.  He  goes 
on  to  suggest  that  the  Government  and  the  Pharmaceutical 
Services  Negotiating  Committee  should  agree  with 
manufacturers  and  wholesalers  to  cut  wholesaler  margins 
and  at  the  same  time  reduce  the  basic  NHS  price  of 
fast-moving  "ethicals".  He  believes  that  the  money  saved 
to  the  Government  could  then  be  used  to  pay  contractors 
more,  thus  removing  the  need  for  discounts.  He  also  says 
wholesalers  will  have  to  become  more  efficient. 

Cutting  margins  alone  has  not  stopped  the  RPM 
breakdown  but  if  money  saved  by  cutting  basic  NHS  price 
could  be  diverted  to  the  pharmacy,  where  it  is  most 
needed,  then  some  good  may  come  of  the  discounting 
mess.  It  must  be  worth  considering. 

In  the  meantime,  the  National  Association  of 
Pharmaceutical  Distributors  is  continuing  with  its 
retaliation  plans  against  MSD  for  cutting  margins  in  May. 
The  threatened  advertising  campaign  to  doctors 
recommending  the  prescribing  of  generic  methyldopa 
(rather  than  Aldomet)  will  take  place  in  mid-September 
using  the  British  Medical  Journal  and  the  Lancet. 
Previous  attempts  by  various  politicians  and  organisations 
to  persuade  doctors  to  prescribe  generics  have  hardly 
been  successful.  It  will  be  interesting  to  see  the  fate  of 
the  NAPD  campaign. 
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MSD  drops 
enforcement 
of  RPM 


Sangers  bid  for 
discount  'honesty' 


Sangers  have  announced  new  discount 
terms  on  all  "ethicals",  supported  by  a 
"ratecard",  in  a  bid  to  bring  the  breaches 
of  'resale  price  maintenance  into  the 
open.  Commercial  director,  Mr  John 
Ramsey,  feels  the  time  has  arrived  for 
honesty  in  the  terms  wholsalers  give  to 
retail  pharmacies. 

There  are  two  schemes,  both  national, 
depending  on  the  promptness  of  pay- 
ment. The  "10+10"  offers  10  per  cent 
off  all  "ethical"  purchases  above  £1,000 
per  month,  together  with  a  quarterly 
rdbate  of  10  per  cent  of  that  discount 
for  payment  by  the  last  working  day  of 
the  month  following  invoice. 

The  "7+10"  allows  seven  per  cent 
discount  after  the  first  £1,000  per  month 
with  a  10  per  cent  quarterly  rebate  of 
the  discount  in  return  for  payment  by 
the  end  of  the  second  month  following 
invoice.  The  schemes  begin  on  September 
1  and  Mr  Ramsey  says  initial  soundings 
of  customers  are  promising.  Payments 
received  after  60  days  forfeit  all  rights 
to  discounts  and  rebates  for  the  quarter. 


The  rate  card  gives  a  breakdown  of 
each  scheme  showing  cash  discount,  re- 
bate and  consolidated  discount  with  in- 
clusive percentage  at  levels  ranging  from 
£1,500  to  £10,000  monthly  turnover.  At 
£4,000  per  month  the  "1  +  10"  would 
give  a  discount  of  8.25  per  cent  and 
the  "7  +  10",  5.77  per  cent.  The  quar- 
terly rebates  will  be  given  by  cheque, 
whilst  the  discounts  will  be  deducted 
from  statement. 

Mr  Ramsey  says  the  schemes  should 
prevent  large  fluctuations  in  customers" 
monthly  turnovers.  He  maintains  that 
there  will  be  no  major  changes  in  the 
distribution  pattern  to  finance  the 
schemes  and  that  customers  may  have 
monthly  aocounts  below  £1,000  provided 
payment  is  within  30  days. 

The  schemes  are  not  directly  linked 
to  OTC  purchases  for  Which  separate 
incentives  are  in  operation,  including  the 
revived  Apocaire  and  an  8  per  cent  dis- 
count on  outers.  Sangers  have  also  re- 
cently contracted  with  Rusco  to  provide 
packed  goods  at  incentive  rates.  


Merck  Sharp  &  Dohme  are  no  longe 
enforcing  resale  price  maintenance  or 
their  products  and  are  removing  such 
clauses  from  their  price  list,  soon  to  b 
reprinted.  They  say  it  reflects  the  present 
situation  in  the  market  place. 

The  announcement  is  made  in  a  letter 
to  wholesalers  sent  with  a  formal  agree- 
ment form,  by  which  MSD  intend  to 
appoint  authorised  distributors  of  their 
"ethicals".  The  agreement,  to  be  signed 
and  returned  by  wholesalers,  but  by  no 
specified  date,  contains  no  clause  re- 
quiring enforcement  of  minimum  resale 
prices.  MSD  say  the  move  reflects  the 
present  situation  in  the  market  place 
Which  has  changed  dramatically  over  the 
past  few  months. 

The  covering  letter  says  it  is  of  funda- 
mental importance  that  the  letter  and 
the  spirit  of  the  agreement  are  observed 
at  all  times  and  that  "each  of  us  acts  in 
good  faith  towards  the  other  with  the 
intention  of  furthering  our  mutual  in- 
terests". A  spokesman  for  MSD  said  on 
Tuesday  that  the  good  faith  reference 
applied  to  clauses  such  as  distribution. 

GPs  force  'pill' 
leaflet  change 

Protests  from  general  practitioners  have 
forced  Organon  to  modify  their  package 
leaflet  for  Minilyn.  Along  with  other 
oral  contraceptive  manufacturers  a 
couple  of  months  ago.  Organon  had  pro- 
duced a  much  more  comprehensive 
leaflet  for  patients  but  unlike  those  of 
the  other  companies  it  specified  a  twice- 
yearly  examination  of  the  patient. 
Organon  have  now  rewritten  the  leaflet, 
stating  that  examinations  should  be  per- 
formed "regularly". 

A  spokesman  for  the  British  Medical 
Association  said  that  although  it  had  not 
complained  as  a  body,  it  had  received  a 
number  of  telephone  calls  from  GPs  who 
were  worried  that  with  such  wording  as 
Organon's  they  could  be  sued  for  neg- 
ligence by  patients  if  they  did  not  carry 
out  the  examinations.  GPs  felt  that  it 
should  be  left  to  their  discretion  When 
to  examine  a  patient. 

Schering  Chemicals,  whose  leaflet 
stated  the  less  controversial  "regular  in- 
tervals", told  GPs  that  under  the  new 
regulations  it  had  been  given  no  choice 

 either  there  was  no  leaflet  at  all  or 

else  all  information  must  be  given. 

Fewer  pharmacies 

There  was  a  net  loss  of  seven  pharmacies 
from  the  Register  in  July.  In  England  28 
opened  up,  five  being  in  London,  and  31 
closed  down,  seven  of  which  were  in 
London.  Two  opened  up  in  Wales  but 
eight  closed  down  in  Scotland  with  only 
two  opening  up. 
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Drop  in  scripts  noticed 


Some  pharmacies  have  noticed  a  drop 
in  the  number  of  prescriptions  dispensed 
since  the  charges  went  up  on  July  16 
but  most  of  a  sample  of  multiples  con- 
tacted by  C&D  this  week  felt  it  was  too 
soon  to  detect  any  definite  trend. 

One  multiple  quoted  a  reduction  in 


paid  items  of  just  over  9  per  cent  during 
the  week  after  the  new  charges,  com- 
pared with  the  same  week  last  year,  but 
the  decrease  had  now  settled  around 
8  per  cent.  Others  said  they  had  noticed 
a  slight  fall  which  was  probably  a  re- 
sult of  patients  "stockpiling"  medicines. 
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San  pro  VAT 
campaign  by 
pharmacist 

All  customers  who  purchase  a  sanpro 
article  from  the  pharmacy  of  F.  N.  Webb 
Ltd  in  Southwold,  Suffolk  are  being 
asked  to  sign  a  petition  to  remove  VAT 
from  such  products. 

The  petition  has  been  running  for  two 
weeks  and  so  far  there  are  42  signatures 
with  no  refusals.  The  instigator  of  the 
scheme,  Mrs  Mary  Jones,  MPS,  hopes 
that  it  will  be  taken  up  nationally,  and 
she  would  be  happy  to  hear  from  any 
other  pharmacist  who  is  interested.  How- 
ever it  is  acknowledged  that,  although 
pharmacists  may  be  sympathetic  to  the 
general  principle,  for  completing  VAT 
returns,  the  fewer  the  zero-rated  pro- 
ducts in  the  shop  the  better. 

A  spokesman  for  Kimberley-Clark 
said  that  the  company  had  always  taken 
the  view  that,  being  a  necessary  pur- 
chase, sanpro  should  not  have  VAT 
charged.  However  he  believed  that  a  con- 
sumer lobby  would  have  more  effect  than 
petitioning  from  manufacturers. 

Councils  support 
Clothier  Committee 

The  National  Association  of  Local 
Councils,  which  represents  the  8,000 
parish,  town  and  community  councils  in 
England  and  Wales,  has  supported  the 
initiative  of  the  medical  and  pharma- 
ceutical professions  in  calling  for  more 
flexible  dispensing  arrangements  in  rural 
areas.  It  has  asked  the  Government  to 
implement  by  legislation  the  proposals  of 
the  Clothier  Committee.  One  modifica- 
tion suggested  by  the  Association  was 
that  the  lay  members  of  the  proposed 
statutory  body,  which  would  regulate  the 
charges,  should  be  chosen  from  parish 
and  community  councils. 

Barbiturate  drugs 
blamed  for  deaths 

Barbiturates  were  the  drugs  most  fre- 
quently blamed  as  a  cause  of  death 
during  1977. 

The  report,  "Mortality  statistics: 
accidents  and  violence  1977,"  published 
last  week  by  the  Office  of  Population 
Censuses  and  Surveys  says  that  814  of 
the  4,101  deaths  by  chemical  poisoning 
in  England  and  Wales  were  due  to  bar- 
biturates. These  drugs  were  taken  by  327 
women  and  198  men  as  a  means  of 
committing  suicide,  and  95  deaths  were 
a  result  of  accidental  poisoning.  A  further 
176  died  from  barbiturates  with  alcohol. 

The  most  popular  individual  drug  used 
as  a  suicidal  agent  was  Tuinal  (467  out 
of  a  total  1,657)  followed  by  aspirin 
alone  (91),  pentobarbitone  (83),  para- 
cetamol (81)  and  arrtitriptyline  (80). 
Mortality  statistics  1977:  Accidents  and 
violence  (series  DH4  no  4,  HMSO,  £1.50). 
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Concern  grows  over 
effects  of  TV  black-out 


There  is  mounting  concern  among  manu- 
facturers about  the  effects  of  the  tele- 
vision strike,  especially  on  seasonal 
promotions.  Items  like  sunglasses  and  sun 
tan  preparations  are  not  being  given  the 
exposure  manufacturers  had  planned. 

The  television  companies  are  rumoured 
to  be  losing  £1  million  a  day  but  there 
is  no  evidence  yet  that  retailers  are  being 
affected.  Stuck  between  the  two  groups 
are  the  agencies  who  are  losing  money 
and  who  forsee  disastrous  consequences 
ahead  in  the  battle  for  air  time  when 
the  screens  are  no  longer  blank. 

The  autumn  is  always  a  busy  time  for 
television  advertisers  anyway  with  few 
people  being  able  to  buy  the  amount  of 
time  they  would  actually  want  and  the 
current  situation  will  make  this  even 
more  difficult. 

The  industrial  action,  which  involves 
three  separate  unions  seeking  pay  rises 
of  about  25  per  cent,  has  come  at  a  time 
when  there  is  a  seasonal  dip  in  bookings 
but  many  campaigns  are  scheduled  to 
start  shortly.  So  far  no-one  is  reporting 
any  particular  switch  to  other  media  but 
some  agencies  say  that  emergency  plans 
are  being  drawn  up  in  case  the  action 
(or  more  properly,  inaction)  seems  set  to 
continue  for  some  months. 

According  to  IPC  magazines  however 
there  has  been  an  accelerating  trend  by 
major  advertisers  either  to  employ  a 
mixed  media  schedule  or  to  switch  en- 
tirely to  women's  magazines  for  some 
time.  The  advertisement  director  of  the 
IPC  women's  magazines  group,  Frank 
Farmer  comments:  "With  bookings  vir- 
tually finalised  until  the  end  of  Sep- 
tember investment  in  our  titles  is  more 
■than  £14. 5m  in  the  current  quarter,  as 
against  just  under  £9.4m  in  the  corres- 
ponding period  last  year — an  improve- 
ment of  54  per  cent",  he  says.  Since  in 
round  figures  the  IPC  rate  increases 
from  April  and  May  this  year  were  only 
8.5  per  cent  these  figures  indicate  a  "real" 
increase.  Despite  these  rate  increases 
Frank  Farmer  goes  on  to  point  out  the 
greater  cost  effectiveness  of  the  medium 
as  compared  to  television:  "In  terms  of 
cold  statistics  the  cost  of  reaching  all 
'housewives  under  54  via  our  mass  mar- 
ket magazines  is  74  per  cent  less  than 
with  television.  And  the  latest  rate  in- 


creases announced  by  the  television  com- 
panies have  widened  the  gap  still  fur- 
ther". 

It  is  precisely  these  rate  increases  plus 
the  elbowing  for  time  that  is  going  to 
come  about  with  a  resumption  of  normal 
service  that  might  cause  several  manu- 
facturers to  re-think  their  autumn 
schedules. 

"So  far,"  continues  Mr  Farmer,  "we 
are  not  seeing  any  direct  benefit  from 
the  dispute.  Our  fairly  lengthy  copy  dates 
would  mean  that  such  a  media  switch 
would  be  a  serious  decision  by  all  the 
parties  involved.  It  will  probably  be  news- 
papers who  gain  immediately  from  any 
last  minute  switch  of  money.  If  the  strike 
looks  like  becoming  protracted  however 
and  thus  causing  a  pile  up  of  demand 
■there  is  every  indication  that  we  shall 
benefit.  But  no-one  is  making  any  firm 
decision  yet  as  no-one  seems  to  know 
just  how  long  this  strike  is  going  to  go 
on." 

This  statement  is  borne  out  by  Graeme 
Hannah,  the  marketing  manager  of  the 
pharmaceutical  division  of  Nicholas.  The 
strike  cut  right  into  their  current  Rennie 
burst.  He  says  that  this  interrupted 
schedule  has  of  course  been  inconvenient 
and  the  company  are  discussing  with 
their  agency  possible  ways  of  redeploying 
the  remainder  of  the  budget.  "We  would 
prefer  to  stick  to  television,  however, 
possibly  rescheduling  the  advertisements 
to  be  shown  later  in  the  year.  We  like 
a  medium  which  gives  us  full  national 
coverage.  Commercial  radio  still  only 
reaches  60  per  cent  of  the  population." 

They  are  not  worried  about  the  strike 
affecting  their  sales  in  the  long  term, 
believing  that  as  long  as  they  can  main- 
tain their  message  during  the  course  of  a 
year  then  that  is  sufficient  as  their  brand 
position  is  so  strong.  They  feel  that 
smaller,  and  less  dominant  brands  might 
be  the  ones  that  will  suffer  more  im- 
mediately. 

C&D  also  spoke  to  Granada  Television 
in  an  effort  to  ascertain  whether  the 
strike  was  causing  a  mass  disaffection  of 
clients.  Unfortunately  we  were  told  that 
the  industrial  action  had  also  locked  out 
the  clerical  staff  and  none  of  this  in- 
formation was  available.  Indeed,  they 
want  to  know  the  answer  themselves. 


Record  golf  entry  for  Exeter 


There  have  been  so  many  entrants  for 
the  Conference  golf  competition  in 
Exeter  this  year  that  members  are  to  be 
askd  to  tee-off  in  two  groups.  The  first 
group  will  start  at  12.30  pm  and  the 
second  at  2.30  pm.  Any  member  attend- 
ing the  banquet  or  an  early  evening 
function  should  join  the  first  group,  for 
whom  packed  lunches  will  be  provided. 
All  golfers  are  asked  to  call  at  the  sports 


desk  in  the  Conference  office  when  they 
register. 

The  closing  date  for  applications  for 
the  Conference,  August  13,  is  now  past 
and  the  official  lists  are  closed.  Anyone 
wishing  to  book  now  will  have  to  pay  a 
late  booking  fee  of  £5.  Although  a  large 
number  are  attending  the  Conference 
this  year,  there  is  still  plenty  of  accom- 
modation available  in  the  University. 
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PSNC  supports  unions  in  ^em;tteede_aLcPccounts 
opposing  tax  price  index  levies  raised 

-  L<  The.   Pharmaceutical  St 


The  Government's  new  Tax  and  Price 
Index  (TPI),  announced  last  week  by 
Mr  Nigel  Lawson,  Financial  Secretary 
to  the  Treasury,  has  run  into  immediate 
opposition  from  professional  and  trades 
union  organisations,  including  the  Phar- 
maceutical Services  Negotiating  Com- 
mittee. 

The  new  index  is  designed  to  reflect 
more  accurately  than  the  Retail  Price 
Index  the  amount  of  employees'  dispos- 
able income  by  taking  into  account 
Changes  in  income  tax  and  other  direct 
taxes,  and  the  Government  hopes  it  will 
encourage  unions  to  moderate  their  wage 
demands  accordingly.  But  union  leaders 
have  condemned  it  as  a  shallow  political 
manoeuvre  because,  they  say,  it  takes 
no  account  of  outs  made  in  social  ser- 
vices. 

A  spokesman  for  the  PSNC  said  the 
RPI  is  used  in  negotiations  for  chemist 
contractors'  remuneration  to  forecast 
balance  sheets.  "Any  index  which  may 
affect  our  members  adversely  will  ob- 
viously receive  opposition  but  it  must 
be  stressed  that  this  is  only  one  factor 
to  be  taken  into  account  when  negotiat- 
ing. I  support  other  unions'  opposition 
on  the  grounds  that  wage  demands 
sbould  not  be  assessed  on  tax  which  is, 
in  essence,  related  to  individual  circum- 
stances. This  applies  to  chemists  as  much 
as  to  anyone  else,"  he  said. 

Over  the  12  months  to  July  1979,  the 
TPI  shows  that  taxes  and  prices  com- 
bined increased  on  average  by  13.2  per 


cent.  Over  the  same  period  there  was 
an  increase  of  15.6  per  cent  in  retail 
prices  as  measured  by  the  RPI.  Between 
June  and  July  1979  the  TPI  was  un- 
changed, the  effects  of  indirect  tax  in- 
creases and  general  inflation,  which  show 
up  in  the  RPI  for  July,  being  wholly 
offset  by  cuts  in  direct  tax  rates  and  the 
raising  of  thresholds. 

Most  Of  the  increase  in  retail  prices 
is  accounted  for  by  the  rise  in  VAT.  The 
Economic  Intelligence  Unit  has  pointed 
out,  in  the  August  issue  of  Retail 
Business,  that  if  wage  demands  are  in- 
creased to  reflect  the  VAT  increases,  and 
do  not  take  account  of  income  tax  re- 
ductions, then  the  budget  stimulus  to 
real  incomes  could  be  quickly  eroded. 


The  Pharmaceutical  Services  Negotiat- 
ing Committee's  income  and  expenditure 
accounts  show  a  net  deficit  of  £12,877 
for  (the  year  ended  March  31,  1979.  The 
balance  sheet  shows  an  "unsatisfactory" 
net  working  capital  position. 

PSNC  says  therefore,  in  its  annual 
report  published  last  week,  that  the  Local 
Pharmaceutical  Committee  levies  have 
been  raised.  The  new  rates  are  also  re- 
quired (to  finance  the  increased  member- 
ship of  the  committee.  PSNC  emphasises 
that  all  levies  are  fully  re-imbursed  in 
NHS  remuneration. 

According  to  the  accounts,  PSNC  spent 
£16,441  on  public  relations  compared  to 
£10,664  in  1978.  Staff  were  paid  £147,159 
(£121,259  in  1978).  The  general  fund 
balance  was  £4,344. 


TPI  changes  to  July 

TPI            %  change  over  12  months  change  in  RPI 

1979  1979 

6.1  9.3 

6.5  9.6 

6.6  9.8 
12.3*  10.1 
12.7*  10.3 
13.8*  11-4 
13.2  15.6 


*These  figures  reflect  the  changes  in  the  1978  Finance  Act,  which  affect  the  TPI 
from  April  1978,  but  not  the  1979  Budget  changes  which  are  included  from  July 


1978 

1979 

Jan 

100.0 

106.1 

Feb 

100.7 

107.2 

March 

101.5 

108.2 

April 

98.4 

110.5 

May 

99.0 

111.6 

June 

100.0 

113.8 

July 

100.5 

113.8 

Aug 

101.3 

Sep 

101.8 

Oct 

102.4 

Nov 

103.2 

Dec 

104.3 

Demonstrations  of  the  latest  developments  in  child-resis  ant-closures  _were '  9'ven  to  a 
team  of  seven  senior  purchasing  staff  from  Reckitt  &  Colrnan  heade I  by  Mr  l£»™oe 
Johnson  (bottom  row,  third  from  left),  when  they  v.sited  United  Glass  Research  and 
Development  Centre  at  St  Albans  recently.  Keith  Crafter,  UG's  plastic  product  group 
manter  (top  row,  second  from  left)  said  this  was  the  first  presentation 'combining  the 
sals  marSng  and  technical  facilities  of  U.  G.  Closures  &  Plastics  and  they  plan  to 
run  similar  presentations  for  other  industrial  groups  in  future 
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Northern  Ireland 
loses  pharmacies 

There  were  seven  fewer  pharmacies  dis- 
pensing medicines  in  Northern  Ireland 
in  1978  than  in  1977,  according  to  the 
Northern  Ireland  Central  Services 
Agency  Annual  Report  for  the  year.  One 
pharmacy  suffered  damage  by  bomb 
blast  during  1978  and  was  still  closed 
at  the  time  of  writing,  one  was  com- 
pletely destroyed  by  fire  and  eight  others 
experienced  varying  degrees  of  damage 
by  bomb  blast. 

Dispensing  doctors  decreased  by  2,  to 
57  in  41  practices,  during  the  year.  This 
compares  with  55  in  the  years  1974-75 
and  56  in  1976.  These  57  doctors  dis- 
pensed 344,986  prescriptions  for  56,289 
patients  at  an  average  gross  cost  per 
prescription  of  £2.24.  During  the  year 
168  doctors  were  surcharged  for  pre- 
scribing preparations  not  regarded  as 
drugs  but  68  have  appealed. 

During  1978  chemists  and  appliance 
suppliers  dispensed  12,591,078  prescrip- 
tions at  a  gross  cost  of  £29,325,845.  This 
represented  an  average  gross  cost  of 
£2.33  per  prescription  and  £19.19  per 
person  on  prescribing  doctors  lists.  This 
represented  8.24  prescriptions  per  person 
compared  with  6.79  in  1969. 
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TOPICAL  REFLECTIONS 

by  Xrayser 


After  17  years  with  the  company, 
Jack  Grant,  Polaroid's  sunglass  vendor 
relations  manager,  has  retired.  He  is 
shown  here  receiving  a  farewell  gift  from 
Polaroid's  managing  director,  Harry  Allen, 
at  a  dinner  to  mark  his  retirement. 

Jack  was  the  first  employee  of  Polaroid 
(UK)  Ltd  when  it  was  set  up  by  the 
American  parent  corporation  in  September 
1962.  In  November  1966,  he  became 
manager  of  the  manufacturing  optical 
division  at  the  company's  new 
headquarters  in  Welwyn  Garden  City. 
He  became  sunglass  vendor  relations 
manager  in  1972 

Professor  H.  W.  Kosterlitz,  FRS,  has  been 
awarded  a  Royal  Medal  by  the  Royal 
Society  in  recognition  of  his  work  on 
narcotics  which  led  to  the  discovery  of 
the  enkephalins.  Professor  Kosterlitz  is 
director  of  the  unit  for  research  on  addic- 
tive drugs  in  the  University  of  Aberdeen. 
Mr  Charles  Sampson,  staff  pharmacist  at 
Great  Ormond  Street  Children's  Hospital, 
London,  has  recently  returned  from  the 
USA  where  he  learned  a  great  deal  about 
paediatric  radiopharmaceuticals  in  the  14 
states  he  visited.  Mr  Sampson  was  sup- 
ported by  a  fellowship  from  the  Winston 
Churchill  Memorial  Trust. 

News  in  brief 

□  "Inside  Story"  is  the  latest  Family 
Doctor  Booklet,  written  by  Dr  H.  Wyke- 
ham  Balme.  It  discusses  among  other 
topics  indigestion,  constipation,  diarrhoea, 
hangover. 

□  A  film  explaining  the  law's  require- 
ments concerning  rights  to  maternity 
leave  under  the  Employment  Protection 
Act  1978  is  available  from  the  Distribu- 
tive Industry  Training  Board. 

The  film  can  be  bought  or  hire'd  on 
Philips  1500,  Sony-u-matic  or  VHS  video 
cassette,  or  16mm  film  (video  hire  £16.20, 
purchase  £81.00,  film  hire  £37.80  and 
purchase  £189). 

A  booklet  on  appraisal  interviewing 
(free  to  every  employer,  extra  copies 
£0.75)  covers  the  design  of  appraisal  and 
performance  measurement  schemes, 
methods  of  communication,  the  training 
of  appraisers,  the  implementation  of  a 
scheme  and  analysis  and  review. 

Both  can  be  obtained  from:  The 
Sales  Dept,  DITB,  MacLaren  House, 
Talbot  Road,  Stretford,  Manchester 
M32  0FP. 


A  rise! 

We  heard  the  news  of  course,  from  a  customer,  that  we  were  to  get 
nearly  50  per  cent  more  money  for  our  contract.  We  didn't  believe 
it,  although  when  a  second  identical  message  was  passed  to  us, 
this  time  from  Grandma,  who  said  it  was.  on  the  television  we  began 
to  wonder  if  perhaps  the  interim  report  from  the  panel  had  so 
touched  the  hearts  of  our  paymasters  that  they  had  decided  to 
short  circuit  all  further  investigations  and  give  us  the  money. 

But  it  sounded  such  a  lot  .  .  .  why,  it  would  bring  my  notional 
salary  up  to  almost  as  much  as  some  of  the  jobs  advertised  in  the 
trade  papers.  Seemingly  the  46  per  cent  is  to  be  used  to  offset  an 
overpayment  of  £18  million.  The  BBC  did  not  understand  the 
complexity  of  it.  Neither  do  I. 

How  can  there  be  an  overpayment  of  such  a  vast  amount,  when 
in  my  small  pharmacy  I  am  hard  pushed  to  maintain  adequate  stock 
levels.  If  you  average  it  out,  this  is  about  £1,800  for  each  pharmacy! 
Some  contract  we  let  ourselves  into. 

The  editor  of  C&D  last  week  got  to  the  heart  of  the  matter  when 
he  said  "Of  course  the  word  overpayment  could  be  replaced  by 
underfunding  because  contractors  will  consider  that  far  from 
overspending  the  allotted  money  in  the  balance  sheet,  the  previous 
Government  failed  to  provide  sufficient  funds  to  make  ends  meet — 
resulting  in  closures."  And  that  to  my  mind  is  the  truth. 

Little  niggles 

There  are  lots  of  little  irritations  about  our  contract.  We  all  have 
our  pet  hates,  mostly  I  think  arising  when  logic  or  reasonableness  seem 
to  have  been  abandoned  in  favour  of  "averaged"  compromises.  I 
always  thought  the  average  container  charge  was  a  curious  concept, 
for  I  can't  see  any  reason  for  not  being  paid  the  cost  of  actual 
container  supplied.  If  we  dispense  a  200ml  mixture  it  has  to  go  into  a 
200ml  bottle  does  it  not?  Tablet  bottles  have  sizes  embossed  on 
them,  and  if  we  were  to  be  paid  correctly  I  don't  think  I'd  find  it  too 
hard  to  endorse  the  scripts  as  I  went. 

The  truth  is  that  having  lost  the  old  fellow  who  used  to  wash  all 
the  returns  I  am  finding  it  uneconomic  to  take  back  empties,  because 
the  girls  don't  like  washing  them,  and  don't  make  anything  like  as 
good  a  job  as  he  did. 

Reps 

Mr  Caplan  of  Yeadon,  Leeds,  sent  an  interesting  letter  last  week 
quoting  the  names  of  companies  whose  reps  have  not  called  on 
him  for  at  least  six  months.  He  makes  it  clear  that  he  is  no  angel, 
and  that  if  reps  or  companies  arouse  his  wrath  he  gives  them  the 
"truth"  if  he  gets  the  chance.  And  then  he  would  like  to  clear  out 
all  those  odds  and  ends  of  dud  stock. 

While  I  don't  doubt  for  a  moment  that  Mr  Caplan  is  a  reasonable 
bloke,  who  gets  on  with  everyone,  if  he  gives  the  reps  an  earbashing 
because  head  office  has  offended  him,  or  presents  them  with  a 
pile  of  damaged  stock  as  a  welcome,  perhaps  they  are  put  off 
a  little? 

Having  said  that,  I  have  to  agree  that  we  see  fewer  reps  than  before. 
We  too  have  missed  the  regular  Elida  Gibbs  call,  though  we  buy 
each  time,  and  haven't  seen  a  Kodak  rep  for  years.  The  last  Agfa 
call  was  three  years  ago,  and  recently  I  told  the  L'Oreal  rep  to 
push  off  for  six  months  or  so  until  I  cleared  the  order  he  persuaded 
my  new  assistant  to  give.  But  my  feeling  is  that  dramatic  changes 
in  distribution  and  prices  from  the  wholesaling  groups  have  made 
many  of  the  reps'  calls  uneconomic  since  the  10  per  cent  we  used 
to  be  glad  to  calculate  for,  has  now  been  bettered  by  the  offers 
from  one  or  other  of  our  wholesalers. 
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Numark  Chemist 
advertising. 

Now  more  meaningful  than  ever. 


Numark  Advertising 

Strong,  consistent  advertising  is 
one  of  the  important  retail  marketing 
tools  to  help  independent  chemists 
fight  the  multiple  retail  chains  and 
drug  stores  with  whom  they  compete 
for  toiletry,  cosmetic  and  chemist 
sundries  sales. 


Numark  Chemists 
care  for  your  hair. 


Numark  advertisements  appear 
regularly  in  popular  national 
publications  covering  over  13  million, 
or  72%  of  all  housewives. 

Advertisements  appear  each 
month  in  the  Daily  Mirror, 
Sunday  Post,  TV  Times,  Womans 
Own,  Womans  Realm  and  Womans 
Weekly. 

Numark  National  Promotions 

The  products  and  prices  in 
the  advertisement  speak  for 
themselves.  Importantly  Numark's 
OTC  buying  and  negotiating 
strength  now  exceeds  that  of  any 
other  wholesale  supplier  enabling 
Numark  chemists  to  maximise  profit 
earnings. 

Becoming  a  Numark  chemist 
is  a  natural  extension  to  N.P.A. 
membership. 


INUMARKI 

The  National  Trading  Group  for 
Independent  Chemists. 
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COUNTERPOINTS 


Virol  malt  rusks  being 
launched  nationally 


With  many  years  of  experience  in  the 
jaby  and  children  market  with  their 
vitamin  enriched  Virol  spoon  or  spread 
Virol  are  launching  Virol  malt  rusks 
nationally  next  month. 
Managing  director,  Hans  Hederer  says: 

'We  believe  there's  a  need  for  more 
vigorous  competition  and  choice  in  this 

arge  and  growing  market.  Virol  malt 
rusks  will  offer  mothers  a  high  value 
22  rusk  pack  and  chemists  the  best  feed- 
ing rusk  margin  available.  We  will  pro- 
mote strongly  to  succeed,  with  attractive 
offers  on  our  packs,  and  in  high  mother- 
readership  media.  We  have  no  plans  for 
grocery  distribution  and  we  are  confident 
of  securing  a  good  and  growing  market 
share  in  the  chemist  sector  where  mothers 
know  they  can  get  the  best  for  their 
baby".  National  distribution  and  sales 
will  be  carried  out  by  Virol  Ltd,  PO  Box 
96,  Nottingham. 


Gillette  G11's 
in  ten  packs 


Gillette  blades  and  razors  have  announ- 
ced that  Gil  razor  blades  will  now  be 
available  in  10  packs.  This  marketing 
development  is  part  of  an  overall  plan  to 
encourage  consumers  to  use  the  product 
for  longer,  and  generate  brand  loyalty, 
says  the  company.  The  consumer  is  also 
said  to  benefit  from  a  likely  10  per  cent 
price  saving  on  the  10  pack,  instead  of 
buying  two  of  the  ordinary  five  pack 
dispensers. 

"We  believe  that  this  is  an  opportunity 
for  the  trade  to  get  the  benefit  of  higher 
cash  flow  and  increased  usage  provided 
from  the  same  amount  of  space  that  is 
occupied  by  the  five  pack",  says  Bob 
Clitheroe,  brand  superviser  of  the  blades 
and  razors  division.  "This  is  one  of  a 
number  of  developments  which  will  be 
taking  place  with  this  brand  and  should 
show  generally  increased  profitability 
from  the  blades  market  during  the 
months  to  come."  Gillette  UK  Ltd,  Great 
West  Road,  Isleworth,  Middx. 

ICML's  flash  offer 

ICML  are  offering  a  free  toaster  or 
electric  carving  knife  in  every  special 
prepacked  quantity  of  flash  products  until 
September  28.  Pack  A  (cost  to  retailer 
£156.80)  comprises  60  packs  Super  10, 
40  packs  Flashbar,  60  packs  Magicube 
and  40  packs  Flashcube  and  pack  B  (cost 
to  retailer  £220.50)  consists  of  60  packs 
Super  10,  60  packs  Flashbar,  120  packs 
Magicube  and  60  packs  Flashcube.  The 
Moulinex  carving  knife  will  be  supplied 
with  pack  A  and  the  Ecko  toaster  with 
pack  B.  ICML,  Warminster,  Wilts. 


Hanimex  bonus 

The  special  bonus  discount  from 
Hanimex  ends  on  August  31.  The  offer 
covers  four  110  cameras;  an  order  of  a 
mixed  40  qualifies  retailers  for  promotion 
prices.  The  cameras  are  the  Hanimex 
VIF  110  which  has  had  the  benefit  of 
national  advertising  in  the  daily  Press 
(offer  price  £13.95)  the  low  light  VXL 
(£29.95),  the  VEF  zoom  with  lock-on 
flash  (£21.50)  and  the  VF  compact  kit 
with  separate  electronic  flash  (£8.50). 
Hanimex  UK  Ltd,  Hanimex  House, 
Faraday  Road,  Dorcan,  Swindon,  Wilts. 

Defest  to  be 
flea  free 

Control  of  fleas  and  other  pests  in  the 
home  becomes  an  increasingly  difficult 
problem  each  year  say  Ashe  Labora- 
tories. These  pests  appear  to  be  growing 
in  numbers  and  variety.  The  situation 
reflects  the  increasing  number  of  pets 
being  kept  without   the  necessary  pest 


Protect  your  ton* 
from  fleas,  crawfttfs 
»d  flying  insects. J 

IN? 


control  vigilance  and  secondly,  the 
popularity  of  central  heating  and  wall-to- 
wall  carpeting  provides  an  ideal  environ- 
ment for  fleas,  in  particular,  to  "over- 
winter" and  to  multiply  again  in  the 
spring  and  summer. 

A  new  product  launch  to  control  this 
problem  is  Defest  flea  free  from  Ashe. 
Defest  is  said  to  be  a  most  effective 
method  of  controlling  fleas  and  other 
household  pests.  Ashe  say  that  it  has 
proved  itself  in  agricultural  and  indus- 
trial use  and,  for  the  first  time,  is  now 
being  made  available  to  the  general 
public. 

Defest  (300g  £1.47)  contains  two 
insecticidal  ingredients  iodofenphos  and 
dichlorvos.  The  product  can  be  used  as 
a  contact  spray  to  kill  visible  pests,  as  a 
space  spray  to  clear  rooms  and  as  a  resi- 
dual lacquer  active  for  up  to  twelve  weeks 
on  floors  and  other  surfaces.  It  is  lethal 
to  all  crawling,  hopping  and  flying 
insects,  including  ants,  earwigs,  silverfish, 
beetles  and  other  pests  such  as  spiders 
and  woodlice.  The  company  says  the 
product  can  be  used  on  most  hard  and 
soft  furnishings  without  staining  but 
should  not  be  used  on  animals.  Ashetree 
Works,  Kingston  Road,  Leatherhead, 
Surrey  KT22  7J2. 

Optrex  winners 

The  Beckenham  Swimming  Club  have 
swept  the  board  at  the  recent  Optrex 
ASA  national  swimming  championships 
with  a  record  number  of  points  to  take 
the  Optrex  team  trophy  for  the  second 
year  running.  Their  total  score  was  258 
points  with  City  of  Coventry  second  (150 
points)  and  Wigan  Wasps  third  (116 
points).  The  previous  highest  score  was 
City  of  Coventry  in  1977  with  1901. 
Optrex  Ltd,  City  Wall  House,  Basing 
View,  Basingstoke,  Hants  RG21  2JP. 

Prompt  in  July 

Prompt  reports  that  there  were  123 
cosmetic  and  fragrance  promotions  in 
July  1979.  The  most  popular  type  of 
promotion  remains  the  gift  with  purchase 
type  accounting  for  29  per  cent  of  all 
promotions.  The  popularity  of  the  pur- 
chase-with-purchase  type  dropped  back 
to  number  three,  with  12  per  cent.  Pro- 
motion of  the  month  was  Parfums 
Rochas'  "L'art  du  bain".  There  were  43 
companies  running  promotions.  Helena 
Rubinstein  headed  the  list,  followed 
closely  by  Fa'berge,  Yardley  and  Revlon. 
Prompt  is  the  new  monthly  promotions 
intelligence  report  from  John  Hogston 
Associates  Limited,  23  Golden  Square, 
London  Wl.  Telephone  01-439  8639. 
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COUNTERPOINTS 

Swedish  launch  in  UK 
oral  hygiene  market 

After  its  launch  in  Sweden,  the  Denivit 
range  of  oral  hygiene  products  will  be 
sold  to  chemists  in  the  Granada  area  in 
September.  Denivit,  by  Kemanobel,  is 
the  company's  first  introduction  to  the 
UK  market. 

The  range  consists  of  three  products: 
toothcream  (£0.69),  toothbrush  (£0.55) 
and  mouthwash  (£0.89).  They  will  be 
sold  initially  in  a  display  stand  containing 
12  toothcreams,  12  toothbrushes  and  six 
mouthwashes  at  £10  including  stand. 
Point-of-sale  material  includes  shelf, 
counter  and  window  stickers. 

The  toothcream  was  developed  to 
combat  stains  from  tobacco,  tea  and 
wine  etc.  It  is  claimed  to  be  less  abrasive 
than  most  toothpastes  on  the  market. 

The  mouthwash  is  concentrated— five 
drops  in  half  a  glass  of  water  are 
needed— and  includes  menthol  and  euca- 
lyptus. The  launch  is  being  backed  by 
television  advertising,  local  radio  and 
mailings  to  dentists.  Kemanobel,  67 
Hatton  Garden,  London  EC1. 

Good  Nature's 
new  packaging 

Good  Nature,  the  manufacturers  of  skin 
care  products,  have  redesigned  their  pack- 
aging to  achieve  better  recognition  of 
individual  products  while  maintaining 
the  strong  family  resemblance  of  the 
range.  Each  product  has  a  symbol — for 
instance,  limes  for  lime  cleanser— which  is 
repeated  as  a  background  pattern  to  the 
front  and  back  information  panels.  This 
■same  symbol  is  used  on  the  seal. 

Good  Nature's  emerald  green  on  white 
colour  scheme  is  now  contrasted  with 
brown  as  a  second  colour  to  pick  up  the 
brown  of  the  glass  bottles.  The  company 
is  also  introducing  a  new  gift  crate 
(£5.90),  which  is  a  triangular  wooden  box 
stuffed  with  wood  straw  and  containing 
three  products  suitable  for  all  types  of 
skin:  lime  cleanser,  sunflower  mois- 
turiser  arid  honey  hand  &  body  lotion. 
The  individual  Good  Nature  products 
range  in  price  between  £1.25  and  £3.40. 
Good  Nature,  Old  Cottage,  High  Street, 
Bidford-on-Avon,  Warwickshire. 

Seasonal  towel 
from  Modo 

For  mothers  faced  with  a  series  of 
Christmas  parties  and  family  get- 
togethers  that  seem  to  start  earlier  each 
year,  Modo  is  offering  a  new  product 
that  will  help  keep  things  clean  and  tidy 
—and,  they  say,  the  kids  quiet  and 
happy.  From  September,  they  are  selling 
through  usual  stockists  a  special  Father 
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Christmas  kitchen  towel.  It  comes  in  a 
two-pack  with  a  distinctive  outer  cello- 
phane wrap  showing  the  Father  Christ- 
mas logo  in  green.  The  towel  itself  is 
plain  white,  with  a  row  of  red  Father 
Christmas  figures  along  each  border. 

A  Father  Christmas  kitchen  towel  was 
first  introduced  as  a  special  promotion 
by  Modo's  parent  company  in  Sweden 
three  years  ago.  It  proved  so  successful 
that  it  has  become  a  regular  seasonal 
event,  and  Modo's  UK  company  believes 
this  success  will  be  repeated  in  Britain. 
Modo  Consumer  Products  Ltd,  Modo 
House,  Chichester  Street,  Chester. 

Heady  Rubinstein 

Rubinstein's  shades  for  autumn  are  des- 
cribed as  a  blaze  of  cognac.  Lipsticks 
(£1.50)  and  nail  lacquers  (£1.45)  will  be 
available  in  champagne  cognac,  rich 
cognac  and  wine  cognac,  powdered  silk 
eye  shadows  (£2)  in  rich  cognac,  plum 
cognac  and  rose  cognac  and  silk  fashion 
powder  blushers  (£3.50)  in  mellow  cognac 
and  rouge  shimmer.  Helena  Rubinstein 
Ltd,  76  Oxford  Street,  London  Wl. 

Seven  Seas  on  TV 

A  two  week  television  campaign  for 
Seven  Seas  cherry-flavoured  cod  liver  oil 
will  start  in  central  Scotland  on  Septem- 
ber 10,  with  19  15-second  spots.  British 
Cod  Liver  Oils  Ltd  sales  force  will  offer 
to  the  trade  a  counter  display  hold- 
ing six  bottles,  with  a  free  mixer  beaker 
for  each  purchase.  British  Cod  Liver  Oils 
Ltd,  Marfleet,  Hull  HU9  5NJ. 

Price  correction 

The  retail  price  of  Steedman's  soothing 
powders  (box  of  9)  is  £0.44  (trade 
£3.445dz)  and  of  Steedman's  teething 
jelly  £0.53  (trade  £4.15dz)  and  not  as 
published  in  last  week's  cumulative  Price 
Supplement. 

Dentikit  price 

The  price  of  Dentikit  (C&D,  August 
11,  p214)  is  £1.05  and  not  as  shown. 

Salpharm  Ltd,  701  Sidcup  Road,  London. 


PRESCRIPTION 
SPECIALITIES 

TRIMOPAN  tablets 

Manufacturer  Berk  Pharmaceuticals  Ltd,! 
Station  Road,  Shalford,  Guildford,! 
Surrey 

Description    White    tablets  containing! 

trimethoprim  lOOmg 

Indications  Long  term  prophylaxis  o|| 
recurrent  urinary-tract  infection 
Contraindications  Serious  hepatic  orl 
renal  dysfunction,  folate  deficiency,  bloodj 
dyscrasias.  Not  to  be  used  during! 
pregnancy  I 
Dosage  One  tablet  each  night  before  bed| 
Precautions  Care  necessary  when  there! 
is  any  impairment  of  kidney  or  liverl 
damage 

Side  effects  Nausea  and  vomiting  may| 
occur  rarely 

Packs  28  tablets  (£3.12  trade) 
Supply  restrictions  Prescription  only 
Issued  August  1979 

Roche  CD  packs 

Roche  are  continuing  their  repackaging  I 
of  their  Controlled  Drugs  with  blister  || 
packaging  of  Omnopan  tablets  lOmg. 
The  packs  are  500  (£7.20  trade)  but  can  I 
be  split  into  50s  (£0.72  trade).  Roche\ 
Products  Ltd,  Broadwater  Road,  Welwyn 
Garden  City,  Herts. 

May  &  Baker  bonus 

May  &  Baker  Ltd  have  bonus  offers  on 
2  litre  dispensing  packs  of  Phenergan  I 
elixir,  Phensedyl  cough  linctus  and  | 
Tixylix  children's  cough  linctus.  The 
bonus  will  be  10  for  9  on  each  presenta- 
tion separately  and  will  run  until  Sep- 
tember 28.  Pharmacists  should  order  via 
usual  wholesalers.  May  &  Baker  Ltd, 
Dagenham,  Essex  RM10  7XS. 

Pitocin  packs  and 
Abidec  drops 

Parke  Davis  say  that  the  strips  and 
cartons  of  Pitocin  buccal  tablets  (Parke- 
Davis)  100's  have  been  reduced  in  size. 

The  company  has  also  advised  that 
due  to  a  shortage  of  50ml  bottles,  Abidec 
drops  50ml  will  be  supplied  in  twin  25ml 
bottles  for  the  next  4  to  6  weeks.  The 
carton  will  be  the  same  as  that  used  for 
the  50ml  pack  and  there  will  be  no  price 
change  for  the  temporary  pack.  Parke- 
Davis  &  Co,  Usk  Road,  Pontypool, 
Gwent  NP4  8YH. 
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The  country's  best  selling  denture 
fixative  is  Super  Wernet's. 

And  it's  going  to  stay  the  leading  brand, 
if  our  latest  sales  figures  are  anything  to 
go  by. 

They've  soared  up  by  an  impressive  43%. 

What's  just  as  impressive  is  the  fact 

that  Super  Wernet's   ^ 

has  amazingly 
loyal  users,  who're 
reluctant  to  change 
to  anything  else. 

And  now  we're 
making  sure  we 


SUPER, 

raws 

Denture  Fixative 
Powder 


reach  all  those  other  denture  wearers 
who  don't  use  a  fixative,  with  two  major 
bursts  of  press  advertising. 

So  be  prepared  for  the  demand. 
We'll  also  be  arranging  a  very  generous 
k    trade  bonus  for  later 
this  year. 

Your  Stafford-Miller 
rep  will  give  you 
the  details. 

SUPER 
WERNET'S 

ALL  THE  CONFIDENCE 
YOU  NEED. 


i  SUPER 
WIS 

lenture  Fixative 
I  Powder 


Doable 
I  adhesive  formula 

for  superior 
denture  control 
and  confidence 
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Last  year  the  £500,000  dental  floss  market  grew  half! 
as  much  again.  I 
With  one  dental  floss  the  overwhelming  brand  leadeij 

Johnson's*  1 
For  every  single  pack  our  nearest  rival  sold,  we  sold  four 
Which  could  explain  why  eighty  per  cent  of  chemist^ 

who  stock  dental  flosst  stock  Johnson's. 

And  we're  putting  our  money  where  our  mouth  is  again! 


HOW  TO  STO 

SLIPPING 
Ah  .  YOURF 


is  year.  Using  advertising  to  educate  customers  about 
e  importance  of  regularly  using 
ntal  floss. 

You  display  it  -  they'll  buy  it 

So  exactly  how  much  is  in  it 
ryou? 

The  way  the  market's  growing, 
>w  long's  a  piece  of  string?  (WWtomy  DENTALFLOSS 

U      'Reg Trade  Mark"  (Wm«jM«do^HtcM  Limiled  Slouqh 


DENTAIF10SS 


WAXQ) 


A FORTUNE 
HROUGH 


SfGERS. 


Saving  babied  lives  is  our 
most  vital  promotion  yet 

Wendy  Craig  is  helping  to  launch  Cow  &  Gates  special  care 
incubator  appeal  -  our  biggest  and  most  important  promotion  ever. 

Send  the  coupon  opposite  to  receive  full  details  of  this  together 
with  related  point-of-sale  material,  and  you  11  be  helping  too.  We  plan 
to  donate  to  hospitals  up  to  £20,000  worth  of  vitaUy-needed  incubators. 

By  giving  Wendy  prominence  in  your  store,  and  £ 
by  keeping  up  your  Cow  &.Gate  stock  levels,  you'll  <5 
be  helping  yourself  to  well-earned  extra  profits.  _ 

And  together  we  could  be  saving  babies'  lives.  TheBabyfeedingSpedaiise 


I 
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Ideas  for  Christmas 
from  Kitty  Little 


Scented  pot  pourris  and  herbal  pillows 
by  Kitty  Little  come  in  a  range  of 
attractive  prints,  gift-wrapped  with 
Christmas  in  mind. 

Herbal  pillows  (£4.95  each)  are  subtly 
scented  with  a  mixture  of  several  in- 
gredients, and  the  covers,  in  rich  blues, 
greens,  orange  and  gold,  made  from 
flower,  bird  or  butterfly  prints.  The 
sachets,  filled  with  sweet-smelling  pot- 
pourris, are  in  prints  to  match  the 
pillows  (butterfly  print  sachet,  £1.28, 
flower  print  sachet  £0.95). 

The  Kitty  Little  bath  pillow  (£4.85) 


is  made  from  100  per  cent  washable 
cotton  and  can  be  drip-dried  or  dried  in 
a  tumble  dryer.  The  pillows,  with  rubber 
suckers  attached,  are  not  herb-filled  but 
come  in  herb  or  English  countryside- 
design  prints  in  green  or  brown. 

Lingerie  cases  in  quilted  cotton 
(£5.95)  can  double  as  hot  water  bottle 
covers,  the  heat  releasing  the  full  frag- 
rance of  the  herbs.  They  are  available 
in  one  design  only — gold  and  red  flowers 
on  a  white  background,  trimmed  with 
white  ribbons.  Kitty  Little  Ltd,  51 
Shropshire  Street,  Market  Drayton,  Salop. 


Arden  present  the 
Royal  Pavilion 


The  theme  of  the  Christmas  gift  sets 
from  Elizabeth  Arden  is  the  Royal 
Pavilion  at  Brighton.  Inspiration  from 
this  celebrated  royal  retreat  is  echoed  in 
a  selection  of  hand-decorated  porcelains 


filled  with  a  fragrance  product  in  Blue 
Grass,  Memoire  Cherie  or  Cabriole.  These 
delicate  pieces  have  been  made  exclusively 
for  Elizabeth  Arden  in  limited  editions 
(between  £5.75  and  £13.50).  Also  inclu- 
ded is  a  wide  choice  of  jewel  boxes, 
display  gifts,  single  packs  and  gift  cylin- 
ders containing  various  combinations  of 
bath  luxuries  (from  £1  to  £17.50). 

The  moisture  creme,  Visible  Differ- 
ence, will  also  be  available  in  an  elegant 
pink  and  gold  box  with  the  Royal 
Pavilion  theme  (£11.50).  There  will  also 
be  a  choice  of  gift  sets  for  men  in 
sandalwood  fragrance  presented  in  dis- 
tinctive packs  of  red  and  silver  (between 
£6.50  and  £9.50).  Elizabeth  Arden  Ltd, 
20  New  Bond  Street,  London  W1A  2AE. 

The  new  Yardley 
lip  styler 

The  new  Yardley  lip  styler  (£1.60) 
comes  in  a  range  of  four  fashion  shades : 
cranberry;  red  velvet;  rosebud  and 
nutmeg.  Unlike  ordinary  lipsticks  this 
product  carries  a  slim  case  and  has  an 
angled  tip  for  easy  application.  The  lip 
styler  will  be  available  for  sale  from 
mid-October.  Yardley  of  London  Ltd, 
33  Old  Bond  Street,  London  WIX  4AP. 


ICML  bargains 
for  September 

During  the  month  of  September,  ICML 
are  offering  the  consumer  the  following 
reductions  on  the  recommended  price  of 
NPA  products:  9p  off  their  four  varieties 
of  the  Nusoft  shampoo,  7p  off  Nusoft 
hairsprays,  antiperspirant/ deodorant  and 
7p  off  Lotus  nail  polish  remover,  5p  off 
Hanx  Mansize  tissues  and  up  to  5p  off 
Nusoft  pleats  and  nursery  wool,  5p 
off  Nusoft  twinpack  toilet  rolls  and  2p 
off  Nucross  glucose. 

In  addition  to  the  bonuses  offered  to 
independent  chemists  on  all  these  pro- 
ducts, there  will  also  be  bonuses  on  NPA 
and  Numark  counter  and  prescription 
bags  of  up  to  15  per  cent.  Independent 
Chemists  Marketing  Limited,  51  Bore- 
ham  Road,  Warminster,  Wilts. 

Revlon  shades 

Revlon  are  introducing  four  new  shades 
to  each  of  their  Living  lipstick  and 
Colourfrost  shadow  ranges.  New  Living 
lipstick  colours  are  rare  apricot,  rich 
mulberry,  plush  red  and  precious  red. 
The  Colourfrost  shadow  colours  are 
deepglow  ivory,  rosetta,  azure  and 
emerald.  Revlon  International  Corpora- 
tion, 86  Brook  Street,  London  Wl. 

ON  TV 
NEXT  WEEK 

Alka  Seltzer:  All  areas 
Anadin:  All  areas 
Anne  French:  E 
Babettes:  All  areas 
Crest:  All  except  U,  E 
Farley's  Rusks:  All  except  E 
Head  &  Shoulders:  All  except  E,  CI 
Heinz  baby  foods:  M,  Lc,  Y,  NE,  A 
Johnson's  baby  shampoo:  Y,  NE 
Orbit:  All  areas 
Rennie:  All  except  E 
Wondra:  Y,  NE 


low  you  can  help  save 
baby's  life. 


Please  send  me  promotional  material  for  the  Cow  &  Gate  Wendy 
Craig  'special  care'  incubator  appeal. 

Name  


Address. 


b 


To  Cow  &  Gate  House,  Trowbridge,  Wiltshire  BAH  8HZ 


The  cost  of  leakage 
ways  to  dam  them 

by  Eric  A.  Jensen  BCom,  MPS,  MlnstM,  FIPharmM 


S- 


■and 


Leakages  or  losses  can  occur  in  many 
different  ways,  within  and  outside  the 
pharmacy  premises.  One  major  area  of 
loss  is  during  transit  and  trans-shipment 
of  goods  between  manufacturer,  whole- 
saler and  retailer.  Another  important  loss 
area  is  the  pharmacy  itself,  where  staff, 
shoplifters,  and  perhaps  the  owner  can 
be  involved. 

Further  sources  of  loss  are  faulty 
paper  work,  for  example  undetected 
errors  on  invoices,  delivery  notes  etc,  and 
careless,  as  distinct  from  dishonest,  hand- 
ling of  goods  and  money.  Beyond  these 
fairly  obvious  sources  we  can  refer  to  the 
losses  due  to  inefficient  use  of  time  and 
other  factors  necessary  for  profitability. 
In  this  article  we  concentrate  on  leakages 
within  the  pharmacy  due  to  dishonesty 
and  try  to  suggest  a  reasonable  estimate 
of  the  amount  of  loss  which  might  be 
incurred.  Break-ins  and  hold-ups  are 
excluded  from  the  present  estimates. 

Estimates  by  experts  in  the  field  sug- 
gest that  something  in  the  region  of  one 
to  two  per  cent  of  turnover  of  retail 
businesses  overall  is  absorbed  by  leakages 
in  transit,  trans-shipment  and  in  the 
shops.  On  this  basis  an  average  general 
practice  non-multiple  pharmacy  might 
expect  to  lose  between  one  and  two 
thousand  pounds  per  year,  (turnover 
£100,000).  This  could  represent  12£  to 
25  per  cent  of  a  net  profit  of  £8,000. 

However,  the  experts  believe  that  about 
half  the  losses  occur  inside  and  half  out- 
side a  retailer's  premises,  the  second 
half  being  attributed  to  transport  etc. 
So  we  need  to  look  therefore  at  a  loss 
due  to  shoplifting  and  staff  of  around 
£500  to  £1,000  a  year,  on  current  turn- 
overs. Of  this  sum  we  would,  if  we  accept 
the  view  of  one  security  man,  allocate 
two  thirds  to  staff  and  one  third  to 
shoplifters. 

Are  pharmacies  typical? 

We  now  need  to  ask  two  pertinent 
questions.  First,  is  general  practice  retail 
pharmacy,  excluding  the  large  multiples, 
typical  of  retailing  as  a  whole,  as  regards 
the  type  of  losses  under  review?  Second, 
is  any  specific  pharmacy,  say  your  phar- 
macy, particularly  vulnerable  or  particu- 
larly safe?  Relevant  factors  for  any 
individual  business  are  location,  stock 
range,  security  of  the  premises,  whether 
anyone  lives  on  the  premises,  and  so  forth. 

Clearly  some  retailers  have  merchan- 
dise more  appealing  to  the  shoplifter  than 
the  stock  of  many  pharmacists,  while 
others  are  a  less  attractive  target.  And 
comparing  one  pharmacy  with  another 
we  might  expect  that  a  business  with  60 
per  cent  of  the  turnover  in  dispensing 
would  be  less  affected  by  shoplifters  than 
one  where  dispensing  is  10  or  20  per 
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cent  of  the  sales.  It  can  also  be  argued 
that  the  type  of  staff  engaged  in 
pharmacy  is  well  above  average  for 
retailing,  both  as  to  sense  of  responsibility 
and  level  of  intelligence  and  training. 

Already  we  have  put  forward  an  esti- 
mate, for  the  average  pharmacy,  of  £500 
to  £1,000  per  year.  But  if  we  agree  that 
the  dispensing  element  is  less  at  risk  to 
shoplifters  than  the  OTC  sector,  we 
could  reduce  our  estimate  by  half  where 
half  the  turnover  is  in  dispensing.  We 


Shop  surveillance  equipment.  May  be 
leased  from  Internal  Television  Contracts, 
Cleaver  Street,  London  SE11 

are  now  down  to  £250  to  £500  per 
year  for  such  a  fairly  typical  business. 
Of  this  perhaps  about  half  or  even  as 
little  as  one  third,  might  be  due  to  shop- 
lifting. Naturally,  where  we  are  losing 
goods  as  opposed  to  cash,  we  will  deduct 
our  gross  profit  when  arriving  at  the 
cash  loss. 

Most  non-multiple  pharmacies  do  not 
have  their  own  vans  or  other  transport 
heavily  engaged  in  movement  of  goods. 
Those  which  do  are  wise  to  pay  close 
attention  to  documentation,  delivery 
notes  and  checking  of  goods  between 
branches  and  between  branch  and  ware- 
house. Apart  from  promoting  security, 
such  procedures  help  to  ensure  that 
accounts  reflect  accurately  the  profits  of 
the  various  units  of  a  business.  In  the 
majority  of  pharmacies  it  is  evident  that 
measures  to  counter  leakages  should  be 
directed  towards  staff  and  shoplifters, 
with  the  emphasis  towards  staff. 

Many  employers  find  it  hard  to  realise 
that  their  staff  could  include  dishonest 
members.  Unhappily,  the  facts  are  not 
to  be  disputed.  Although  employers  can 
think  it  repugnant  to  insert  a  "right 
of  search"  clause  in  a  contract  of  employ- 
ment for  new  members  and  even  more  so 


to  add  this  to  an  existing  contract,  it  can 
be  a  salutary  deterrent.  The  honest  suffer 
with  the  dishonest,  yet  it  is  invidious  for 
staff  to  have  unequal  treatment  and  there 
could  be  legal  complications.  Advice  from 
a  solicitor  would  be  a  sensible  precaution 
to  take  in  advance  of  any  action. 

There  is  room  for  more  care  when 
staff  are  engaged;  too  often  references 
are  not  checked  or  are  checked  after 
people  are  taken  on.  It  is  expensive  to  find 
out  weeks  after  someone  joins  you  that 
the  references  are  not  satisfactory— by 
then  the  person  might  have  gone  to 
another  post  where  the  salary  can  again 
be  augmented  at  the  employer's  cost. 
Maybe  it  is  over-sanguine  to  think  that 
staff  training  can  improve  standards  of 
honesty.  Nevertheless,  the  more  staff  can 
be  taken  into  the  confidence  of  the  em- 
ployer, the  more  they  understand  the 
economics  of  gross  and  net  profit,  the 
more  they  identify  their  best  interests 
with  the  interests  of  the  business  and 
owner,  and  the  less  should  be  the 
temptation  to  steal. 

Higher  employer  standards 

There  is  also  room  for  employers  to 
set  higher  standards;  they  should  be 
rigorous  about  the  recording  of  their 
own  "staff  purchases",  about  handling 
money.  Employers  should  always  re- 
member that  so-called  cheap  labour  is 
often  the  most  expensive.  A  few  well- 
paid  members  are  preferable  from 
almost  every  angle  to  a  larger  and  lower 
paid  staff.  Staff  who  have  been  well- 
trained  in  security  procedures  against 
shoplifters  are  likely  to  be  more  honesty- 
conscious  in  general  by  being  aware  of 
who  ultimately  suffers  through  leakages. 
The  analysis  put  forward  in  this  article 
is  not  designed  to  encourage  complacency 
by  trying  to  quantify  possible  losses  and 
by  showing  they  could  be  less  than  is 
commonly  supposed.  What  is  suggested 
is  a  realistic  appraisal  of  probabilities— 
we  are  working  with  estimates. 
In  conclusion,  two  suggestions : 

□  that  you  keep  a  running  check  on  how 
your  pharmacy  is  faring,  with  interim 
profit  estimates  and  occasional  spot 
checks  on  stock:  institute  a  budgetary 
control  system.  Early  detection  of  leak- 
ages keeps  the  loss  down  and  increases 
the  chance  of  finding  out  who  is  respon- 
sible. 

□  carry  out  a  cost-benefit  analysis  of  any 
security  system  or  measure;  What  Will  it 
cost,  what  could  it  save? 

The  lead  must  come  from  the  top. 
The  finest  training  can  be  by  example, 
and  a  vigilant  staff  can  be  your  most 
effective  counter  attack  against  the  enemy 
within.  Do  we  get  the  leakages  we 
deserve? 
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EQUIPMENT 

Time  for  a 
cash  register 

Only  a  few  months  after  the  announce- 
ment of  their  venture  into  the  cash  regi- 
ster market,  Casio  are  introducing  a 
series  of  models  with  significant  design 
improvements.  Principal  feature  is  the 
incorporation  of  a  quartz  controlled 
clock. 

New  Casio  20  and  60  series  cash  regi- 
sters print  date  and  accurate  time  of 
transaction  on  every  sales  receipt. 
Tighter  security  thus  achieved  provides  a 
positive  deterrent  against  shoplifting,  and 
gives  closer  control  over  refunds.  Audit 
records  are  similarly  accompanied  by  a 
time  signature  for  closer  supervision  of 
staff  and  turnover,  as  well  as  monitoring 
actuall  opening  and  closing  times. 

In  addition,  the  clock  element  in 
Casio's  new  cash  register  range  can  be 
set  to  sound  audible  alerts  at  preset 
times,  for  example  to  initiate  cash  lifts, 
banking  routines,  shift  changes,  or  other 
special  time-dependent  activities.  When 
not  in  use  to  show  monetary  amounts, 
the  cash  register  displays  can  read  actual 
time. 

Models  being  introduced  are  the  Casio 
22ERK  with  a  single  sales  total;  Casio 
26ERK  with  four  merchandise  group 
totals;  Casio  61ER  with  8  department 
totals;  Casio  62ER  with  18  totals  and 


Casio  63ER  with  30  totals.  Prices  for 
Casio  Series  20  electronic  cash  registers 
start  at  about  £500.  Casio  Electronics  Co 
Ltd,  28  Scrutton  Street,  London  EC2. 


Be  quicker  on 
the  trigger 

A  more  positive  and  faster  action  is  now 
obtained  with  the  Nor  2/9  hand  labell- 
ing gun  made  by  Nor  Systems  Ltd.  This 
model  has  recently  undergone  modifica- 
tions giving  it  a  firmer  squeezing  action 
resulting  in  a  crisper  labelling  operation. 

The  Nor  2/9  has  also  been  fitted  with 
a  newly  shaped  handle  with  matt  finish 
providing  a  more  comfortable  non-slip 
hand  grip.  This  is  to  prevent  fatigue 
during  long  periods  of  operation.  The 


Nor  2/9  prints  one  line  with  up  to  nine 
characters.  The  larger  Nor  model,  2/24, 
which  also  has  the  new  styled  handle, 
prints  two  lines  of  information  with  up 
to  twelve  characters  in  each  line.  The 
labels  are  in  three  sizes  and  nine  colours 
and  four  special  adhesives  are  available 
for  adhering  to  a  variety  of  surfaces. 
Nor  Systems  Ltd,  Harwich,  Essex. 

Hand  addressing 
by  Scriptomatic 

Scriptomatic  are  expanding  rapidly  in 
Europe  with  a  wide  range  of  models.  The 
company  says  it  is  now  aiming  at  a 
bigger  market  with  its  Model  5  hand 
addresser.  This  comes  in  kit  form,  (£50 
ex  VAT)  and  has  a  claimed  speed  of 
60  addresses  in  ten  minutes.  The  Model  5 
uses  similar  technology  to  the  larger 
addresser  sold  by  Scriptomatic.  It  has 
a  card  file  which  holds  up  to  250  cards. 
The  cards  can  be  typed  or  handwritten 
with  up  to  six  lines  of  text.  Used  with 
the  chemical  applicator  and  roller  com- 
bined, addresses  can  be  printed  on  en- 
velopes, labels,  wrappers,  for  photogra- 
phic captions  and  on  any  paper  surface. 
The  patented  file  cards  have  enough 
space  for  the  address  and  any  additional 
notes,  and  can  be  used  over  and  over 
again.  The  Model  5  kit  contains  a  hand 
addresser,  card  file  with  100  Scriptomatic 
cards,  file  index  separators  and  chemical 
activator  fluid.  Scriptomatic  Ltd,  Scripto- 
matic House,  Torrington  Park,  London 
N12  9SU. 
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Proper  nourishment  is  essential  for  people  recovering 
from  illness.  Problem  is,  in  the  early  stages  of  convalescence  especi- 
ally, people  often  just  can't  stomach  solid  food. 

That's  why  Complan  was  developed  specifically  at  the 

request  of  doctors. 

It's  a  complete,  balancedfood  containing  a  total  of  20 
nourishing  and  essential  ingredients.  Providing  all  the 


A  rccomr 
from  you 
just  what 
ordered. 

vitamins,  protein  and  minerals  a  body  needs. 

One  mug  can  replace  a  light  meal  of 250  calories.  Two 
mugs  can  replace  a  main  meal. 

To  back  up  your  recommendation,  we're  conducting 
Nutritional  Forums  all  over  the  country  for  doctors,  community  and 

district  nurses. 

And,  we're  running  a  brand  new  advertising  campaign 
with  double  page  spreads  in  RadioTimes,  My  Weekly,  Woman's 


Realm,  Woman's  Weekly,  Woman  &  Home  and  Reader's  Digest. 

It  starts  in  October  and  runs  through  to  March.  Reaching 
8  million  housewives  over  and  over  again. 

So  professional  recommenders  and  potential  customers 
will  be  more  aware  than  ever  before  that  when  someone  in  the  family 
can't  face  food,  all  they  need  is  a  pack  of  Complan  from  you. 


Farley  Health  Products. Torr  Lane,  Plymouth  PL3  5UA 


Complan  is  a  trade  mark. 
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Complan 

Complete  food  drink  containing  all  the 
nourishment  of  a  balanced  meal. 
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Sensodyne  is  the 
up-to-the-minute  word  in  oral 
health.  It's  a  full  range  of  oral 
hygiene  products  -  toothbrushes, 
toothpaste,  dental  floss  - 
designed  to  help  keep  teeth 
and  gums  clean  and  healthy 

There  are  the  established 
gpnsodyne  Toothbrushes  -  now 
the  fastest  growing  toothbrush 
brand.  There's  a  choice  of  four  to 
cover  all  the  family's  needs: 
Searcher  and  Plaque  Remover, 


two  alternative  designs  for 
routine  adult  use  -  Junior  for 
children  -  Gentle  for  people  with 
sensitive  teeth  and  gums. 

As  a  companion  to  the 
Gentle  toothbrush  there's 
Sensodyne  Toothpaste  -  a 
special  formulation  to  relieve 
dental  sensitivity 

Now  too,  there  is 
Sensodyne  Dental  Floss  - 
double  textured  and  lightly 
waxed,  so  that  it  spreads  well 
and  is  easy  to  handle. 

But  Sensodyne  means 
more  than  just  a  range  of 
products.  It  also  says  a  lot  about 
quality  Because  Sensodyne 
products  are  professionally 
designed  and  recommended 
by  dentists.  And  Sensodyne 
tells  you  something  about 
promotional  support,  too. 
We're  putting  more  advertising 
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Plaque 
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ral  health: 


muscle  behind  the  Sensodyne 
range  than  ever  before.  Already 
Sensodyne  products  are  getting 
more  dental  promotion  than  any 
other  oral  hygiene  range  -  and 
now  we're  also  advertising  the 
toothbrushes  direct  to  the 
consumer,  with  special 
emphasis  on  the  Searcher. 
The  main  target  is  young 
housewives  and  you'll  see  the 
ads  appearing  in  magazines 
like  "Woman"  "Living"  and 
"Radio  Times." 

Now  about  your  part  in  all 
this.  It's  a  vitally  important  one, 
because  Sensodyne  products 
are  sold  mainly  through  chemist 
shops  -  as  you'd  expect  from 
their  quality  and  pedigree. 
And  we  take  steps  to  make  it 
worth  your  while. 
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There's  a  big  new  display 
stand  -  see  illustration  -  holding 
12  dozen  brushes  and  a  dozen 
of  dental  floss. 

Sensodyne  products  are 
premium  priced  -  that  makes 
them  more  profitable  for  you 
And  their  high  quality  and 
professional  design  are  right  in 
line  with  the  growing  trend 


towards  better  oral  health. 
You  can  put  your  word  behind 
Sensodyne.  We  do. 

Quality  products  for 
dental  health  from 

STAFFORD-MILLER 

Stafford-Miller  Ltd., 

Hatfield, 

Herts. 


As  from  August  27th,  Transol  and  Transoak  -  Britain's 
biggest  selling  solutions  for  the  care  of  hard  contact  lenses  - 
should  be  in  even  greater  demand. 

There's  a  new  eyecatching  display  to  help  put  the  leading 
solutions  even  further  in  front ;  small  enough  to  fit  neatly  on  any 
counter  or  shelf. 

For  further  information  about  Transol,  Transoak  or  the  new 
display,  contact  Malcolm  Niven,  Smith  &  Nephew  Ltd,  Welwyn 
Garden  City,  Hertfordshire.  Telephone  (07073)  2515 1. 


Transol  and  Transoak  arc  registered  trademarks. 
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A  healthy  look  at  the  eyes 


In  this  article  Howard  Rose,  technical  services  manager,  Optrex  Ltd,  advises  on 
counter  prescribing  for  eye  conditions,  outlining  which  complaints  can  be  treated 
safely  with  OTC  preparations  and  which  should  be  referred  to  a  doctor. 


People  do  not  usually  bother  about  their 
eyes  until  they  are  bothered  by  them. 
Often  a  pharmacist  will  be  the  first  to 
hear  about  an  eye  problem  and  for  peo- 
ple with  only  minor  eye  ailments  he  or 
she  can  usually  recommend  the  best  kind 
of  treatment.  The  proprietary  eye  care 
products  are  made  to  exacting  standards 
and  the  pharmacist  can  be  confident  in 
recommending  them. 

But  how  far  does  the  pharmacist's  role 
extend  in  solving  eye  problems,  and 
when  should  he  refer  patients  to  a  doctor 
or  hospital  casualty  department?  In 
general,  the  demarcation  lies  between 
problems  concerning  the  eye  lid  and  pro- 
blems concerning  the  eyeball  itself.  For 
example,  in  a  normally  healthy  person  a 
stye  is  probably  one  of  the  most  com- 
mon eye  ailments  and  will  need  only 
minor  attention  which  could  be  offered 
by  the  pharmacist. 

Styes  are  localised  infections  of  the 
glands  of  the  lid  margins,  similar  to  boils 
elsewhere  on  the  body.  Staphylococcal 
infection  is  usually  responsible.  Although 
styes  usually  clear  up  in  a  week  or  more 
they  can  cause  discomfort  and  are  un- 
sightly. Eye  ointments  containing  anti- 
bacterials  or  antiseptics  which  can  be 
sold  over  the  counter  should  speed  up 
healing  and  help  prevent  re-infection  of 
neighbouring  eye  lashes.  A  proprietary 
eye  lotion  can  also  be  used  for  its  com- 
forting effect.  If  resolution  does  not 
occur  within  about  two  weeks  or  there  is 
clear  progression  of  the  stye,  referral  to 
a  doctor  is  advisable  as  an  antibiotic  may 
be  needed. 

When  a  patient  seeks  advice  about 
"something  in  the  eye"  a  brief  history 
should  be  taken  to  find  out  what  the 
foreign  body  is.  Usual  problems  are  eye 
lashes  or  dust.  A  quick  inspection  of  the 
eye  should  reveal  whether  it  is  injured 
and  red  or  whether  there  is  an  obvious 
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source  of  the  problem.  Small  foreign 
bodies  can  be  flushed  out  with  an  eye 
wash.  Once  removed,  soothing  eye  drops 
may  well  provide  relief  from  discomfort. 
If  there  is  any  doubt  about  the  nature  and 
severity  of  the  problem  or  there  is  a 
clear  injury  to  the  cornea  then  urgent 
referral  to  an  accident  and  emergency 
department  of  a  hospital  is  advisable 
particularly  if  there  is  a  history  of  broken 
glass  or  metallic  fragments  which  may 
not  be  visible. 

Another  common  problem  is  "tired 
eyes",  usually  associated  with  extreme 
tiredness  and  possibly  excesses  of  alcohol 
and  smoking.  Comfort  can  usually  be 
restored  by  bathing  the  eyes  in  an  eye 
lotion  or  using  soothing  antiseptic  eye 
drops. 

Other  simple  causes  of  sore  eyes  which 
are  particularly  common  at  this  time  of 
the  year  are  hay  fever  and  swimming 
pool  water.  About  half  the  UK's  five 
million  hay  fever  sufferers  have  eye 
symptoms.  For  local  relief,  eye  drops 
containing  a  vasoconstrictor  such  as 
naphazoline  hydrochloride  can  be  pres- 
cribed. The  drops  will  also  improve  the 
appearance  of  the  eyes,  which  is  impor- 
tant to  the  patient. 

The  chlorine  used  in  swimming  pools 
can  produce  sore  and  slightly  red  eyes, 
which  should  also  respond  to  proprietary 
eye  drops  containing  a  vasoconstrictor. 
Advice  as  to  the  cause  of  the  problem 
will  often  be  welcomed. 

Red  sticky  eyes  are  usually  due  to  con- 
junctivitis and  may  be  associated  with  a 
feeling  of  grittiness  and  mild  photopho- 
bia. There  are  a  number  of  causes 
including  a  variety  of  bacteria,  viruses 


The  above  picture  is  by  courtesy 
of  Optrex  Ltd,  who  are  using  it 
in  their  Eye  Dew  advertisements 


and  allergies.  In  general  patients  should 
be  referred  to  a  doctor  although,  if  the 
symptoms  are  very  mild,  an  antiseptic 
eye  lotion  may  be  helpful.  If  there  is  no 
improvement  in  a  few  days  then  medical 
advice  is  necessary. 

Any  painful  and  obviously  red  eye 
needs  expert  and  urgent  attention  so 
arrangements  should  be  made  to  consult 
a  doctor  as  soon  as  possible.  Causes  in- 
clude iritis  and  glaucoma  as  well  as 
injuries  to  the  eye.  Sight  can  be  lost  if 
there  is  a  delay  in  treatment. 

However,  the  most  common  problems 
will  respond  to  the  proprietary  lotions, 
drops  and  ointment.  For  a  patient  to  get 
the  full  benefit  from  these  products, 
advice  on  the  correct  method  of  admi- 
nistration will  often  be  welcomed.  The 
usual  way  to  administer  eye  drops  is  for 
the  patient  to  pull  forward  gently  the 
lower  eye  lid  and  instill  the  recommend- 
ed number  of  drops.  Alternatively  they 
may  be  instilled  into  the  corner  of  the 
eye,  taking  care  not  to  touch  the  eye 
with  the  dropper. 

Eye  lotion  should  be  applied  using  a 
specially  designed  eye-bath  approxi- 
mately half  full.  The  patient  should  tilt 
the  head  very  slightly  forwards  and 
apply  the  lotion  to  the  opened  eye  whilst 
rocking  the  head  gently  from  side  to  side. 
The  head  should  not  be  tilted  back- 
wards— otherwise  the  patient  will  end  up 
with  a  face  wash  instead  of  an  eye 
wash!  It  is  important  to  remind  your 
patient  never  to  return  any  remaining 
lotion  to  the  bottle  and  always  to  admi- 
nister fresh  lotion  to  each  eye.  Eye  oint- 
ment should  be  squeezed  in  a  thin  ribbon 
over  the  infected  area,  taking  care  that 
the  nozzle  does  not  come  into  contact 
with  the  fingers  or  infected  area. 

Finally,  eye  lotions  are  a  useful  addi- 
tion to  the  bathroom  cabinet  to  cope 
with  the  unexpected  eye  problem  such 
as  a  foreign  body  and  will  prevent 
unnecessary  visits  to  the  doctor  or 
pharmacist. 
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Looking  after  contact  lenses 


by  John  B.  Evans,  MPS,  managing  director,  Abatron  Ltd 

Licensing  under  the  Medicines  Act  will 
soon  begin  for  the  range  of  products 
used  for  contact  lens  care.  As  defined  by 
the  Department  of  Health  Licensing 
Authority,  these  products  include  "any 
substances  for  use  in  cleaning,  disinfect- 
ing, irrigating,  lubricating,  wetting  or 
storing  contact  lenses;  or  any  fluid  in 
which  a  lens  blank  is  stored  or  rinsed;  or 
any  fluid  used  as  a  barrier  between  such 
lens  or  blank  in  the  human  eye." 

The  introduction  of  soft  contact  lenses 
with  their  primary  advantage  of  imme- 
diate comfort  has  so  significantly 
expanded  the  use  of  the  contact  lens  for 
vision  correction  that  the  yearly  rate  of 
growth  is  a  staggering  35  per  cent  in 
some  European  countries.  The  contact 
lens  practitioner,  be  he  optician  or 
ophthalmologist,  is  responsible  entirely 
for  the  selection  of  material  and  lens 
design  best  suited  to  the  individual 
patient  and  also,  of  course,  for  specify- 
ing after-care  solutions. 

Twenty  five  years  ago,  the  choice  of 
material  was  virtually  restricted  to  poly- 
methylmethacrylate ("Perspex"  or  "Plexi- 

glas")  and  perhaps  one  proprietary  brand 

of  wetting  solution.  Indeed  saliva  was 

(and  sometimes  still  is!)  used  by  certain 

hard  lens  wearers  as  a  "wetting  agent", 

despite  its  being  greatly  discouraged  for 

all  the  obvious  reasons! 
The    position    changed  dramatically 

with  the  advent  of  contact  lenses  manu- 
factured from  poly-2  hydroxyethylmetha- 

crylate,  a  hydrophilic  polymer  invented 

by  Wichterle  and  Lim  in  the  Macromole- 

cular       Research       Centre,  Prague 

University.  This  material  was  first  used 

as  a  contact  lens  by  Dreifus  around  1962 

and  was  subsequently  licensed  to  a  group 

of  entrepreneurs  in  the  Western  World. 
Today  the  practitioner  has  well  over 

20  different  hydrogel  lenses  from  which 

to  choose.  He  is  also  able  to  prescribe 

various  types  of  "gas  permeable"  lenses 

and  the  silicone  lens.  Clearly  the  entire 

field  has  become  increasingly  complex 

and,  at  the  same  time,  contact  lens  care 

products  have  become  an  essential  part 

of  patient  after-care  management. 

Four  main  stages 

Storage,  cleaning,  wetting  and  irriga- 
ting are  the  four  main  actions  required 
and  there  are  specific  products  available 
for  each.  There  are  also  "dual  purpose" 
wetting  arid  soaking  solutions,  for  exam- 
ple, but  these  still  have  the  unanswered 
question  of  bactericidal  effectiveness. 
Because  they  go  directly  into  the  eye 
they  cannot  contain  the  same  concentra- 
tion of  bactericide  as  solutions  specifi- 
cally formulated  for  soaking  and  storage. 
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Mr  Evans 

Hard  lens  care 

Hard  lenses  have  to  be  cleaned  after 
each  removal  and  the  cleaning  solution  or 
gel  has  to  be  rinsed  away  before  storing 
the  lenses  in  a  soaking  solution.  This 
removal  of  lens  debris  ensures  that 
microbial  contamination  is  reduced  as 
much  as  possible  before  overnight 
disinfection. 

Gas  permeable  or  CAB  lenses  absorb 
slightly  more  aqueous  solution  in  which 
they  are  stored  than  PMMA  lenses  and 
consequently  some  manufacturers  of 
CAB  lenses  recommend  the  use  of  soft 
lens  solutions  with  their  less  concen- 
trated preservative  system. 

Soft  lens  care 

Soft  lens  care  is  more  complicated  and 
a  strict  daily  routine  is  of  great 
importance. 

Soft  lens  materials  may  have  high 
energy  surfaces  which  bind  other  mole- 
cules. For  example,  proteins,  lipids  and 
mucins  from  the  tear  film  are  deposited 
in  varying  degrees  on  the  anterior  lens 
surface.  Not  only  are  these  "soiled 
areas"  attractive  to  microbial  contamina- 
tion, but  if  left  they  coagulate,  or  dena- 
ture, and  become  larger  eventually 
causing  great  discomfort  to  the  patient, 
possibly  leading  to  a  severe  allergic 
reaction  which  could  be  long  lasting  arid 
result  in  the  wearer  having  to  abandon 
wearing  soft  lenses  entirely. 

Daily  cleaning  is  therefore  vital  and  a 
number  of  proprietary  products  are  avail- 
able. Enzyme  cleaners  must  be  used  once 
a  week.  The  latest  one  incorporates  three 
different  enzymes  for  specific  actions 
against  protein,  lipid  and  mucins,  and 
also  includes  the  chelating  agent,  EDTA 
It  must  be  emphasised  that  cleaning  is 
the  important  prelude  to  storage  and 


disinfection.  Much  continues  to  be 
written  about  disinfection  procedures 
and  different  schools  of  practice  abound 
wherever  practitioners  gather.  Broadly 
speaking,  there  are  three  general 
methods:  Storage  in  a  disinfecting  solu- 
tion without  heat;  boiling  in  unpreserved 
saline  (or  buffered  balanced  salts  solu- 
tion); autoclaving  in  a  small  closed 
container. 

Heat  disinfection  has  its  disadvantages. 
Firstly,  if  surface  debris  is  not  completely 
removed,  heating  to  boiling  point  will 
most  certainly  result  in  the  surface 
adherent  being  denatured.  This  will  lead 
quickly  to  further  deposits  being  laid 
down  and  accelerated  lens  spoliation  will 
result.  Secondly,  temperatures  used  for 
autoclaving  (and  even  those  a  little  below 
boiling  point)  speed  up  soft  lens  ageing 
by  increasing  the  pore  size  of  hydrogel 
materials.  This  in  turn  will  encourage 
contamination. 

Ingredients  of  solutions 

Solutions  containing  chlorhexidine, 
thiomersal,  phenylmercuric  salts  and 
combinations  of  two  or  more  with 
EDTA,  are  the  most  commonly  used 
antiseptics  for  soft  lenses.  Thiomersal  is 
bacteriostatic  and  fungistatic,  while 
chlorhexidine  and  phenylmercuric  salts 
are  bactericidal  and  fungicidal.  Ethylene 
diamine  tetra-acetic  acid  (EDTA)  is  a 
chelating  agent  which  forms  complexes 
with  divalent  and  tetravalent  metals.  It  is 
included  in  preservative  systems  for  soft 
contact  lenses  because  it  enhances  the 
action  of  disinfectants  by  making  trace 
metals,  some  of  which  are  essential  for 
bacterial  growth  and  nutrition,  less 
accessible  to  bacteria,  thereby  slowing 
down  their  growth. 

Soft  lenses  tend  to  concentrate  most 
preservative  solutes  to  some  extent,  but 
irreversible  binding  will  take  place  with 
the  mistaken  use  of  the  quaternary 
ammonium  compound  benzalkonium 
chloride,  a  common  constituent  of  hard 
lens  solutions. 

Soft  lenses  which  contain,  by  error, 
this  bound  preservative  will  be  extremely 
harmful  to  eye  tissue  and  produce 
cytotoxic  changes.  The  general  practice 
pharmacist  is  warned  to  take  particular 
note  and  remind  his  assistants  not  to  sell 
such  solutions  to  soft  lens  users. 

Increasingly,  more  and  more  patients 
are  now  being  referred  to  pharmacies 
with  after-care  prescriptions  and  if  there 
is  any  doubt  at  all  about  what  has  been 
ordered,  the  practitioner  should  be  con- 
tacted immediately,  for  considerable 
harm  might  result  from  a  well 
intentloned  but  misguided  sale. 
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PROBLEMS  WITH  COSMETICS 

by  D.  R.  Whitehead,  MA,  director,  Optique 


The  number  of  contact  lens  wearers, 
especially  women,  is  growing  all  the 
time.  A  high  proportion  use  eye  cosme- 
tics and  many  experience  "problems". 
What  causes  these  problems,  what  are 
they,  and  what  should  be  the  pharma- 
cist's response? 

The  starting  point  in  any  investigation 
into  contact  lenses  and  eye  cosmetics  is 
the  female  contact  lens  wearer  herself! 

First,  she  has  almost  certainly  decided 
to  wear  contact  lenses  for  "cosmetic" 
rather  than  therapeutic  reasons,  so  at  the 
very  least  she  is  likely  to  be  receptive 
towards  advice  on  eye  cosmetics.  More 
importantly,  however,  wearing  lenses 
means  changes  in  habits  and  self-disci- 
pline. 

At  her  "teach-in"  on  after-care  of  her 
contact  lenses,  she  is  primarily  told 
about  cleaning  and  disinfecting  her 
lenses  and  given  advice,  where  appro- 
priate, on  eye  cosmetics  and  other  rele- 
vant factors.  So  the  type  of  eye  cosmetics 
that  she  should  now  use  is  based  on 
this  new  situation  of  contact  lens  after- 
care that  also  involves  contact  lens 
solutions. 

For  instance,  a  pharmacist  might  be 
asked  about  this  new  regime.  Usually, 
the  female  lens  wearer  finishes  soaking 
her  lenses  in  the  morning,  probably 
rinses  them,  inserts  them  in  her  eyes 
and  then  applies  eye  make-up;  at  night 
she  removes  her  lenses,  removes  her 
make-up,  then  disinfects  her  lenses. 

Products  to  avoid 

One  of  the  prime  instructions  of  the 
contact  lens  practitioner  would  have  been 
that  she  should  avoid  getting  foreign 
matter,  especially  from  eye  cosmetics, 
onto  her  lenses,  and  again  the  pharmacist 
should  be  aware  of  this  rather  obvious 
but  often  overlooked  precept.  Soft  con- 
tact lenses,  being  absorbent,  cause  the 
most  problems  regarding  discolouration 
and  contamination;  probably  the  main 
danger  is  from  the  tear  fluid  itself  and 
protein /lipid  deposits,  followed  by  "en- 
vironmental" contaminants,  especially 
from  eye  cosmetics.  This  could  involve 
grease  from  cream  and  crayons,  powdery 
flakes  from  eye  shadows,  particles  from 
pearlised  products,  fibres  from  mascaras, 
and  other  agglomerates.  So  the  pharma- 
cist should  advise  the  lens  wearer  to 
avoid  these  types  of  products. 

Some  women  tend  to  suffer  much  more 
than  others  from  the  effects  of  these 
contaminants.  The  reaction  can  depend 
on  such  factors  as  skin  type,  the  rate  of 
blinking,  the  type  of  lens  worn  and 
how  closely  the  patient  adheres  to  her 
lens  cleaning  and  disinfecting  regime. 
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The  net  result,  however,  is  that  a  high 
proportion  of  female  lens  wearers  get 
debris  on  their  contact  lenses  from  eye 
cosmetics,  causing  bad  vision,  lens  dis- 
colouration, and  sometimes  eye  con- 
tamination. When  this  happens  it  might 
be  necessary  to  stop  wearing  the  lens  for 
a  time.  The  lens  will  have  to  undergo 
heavy  duty  cleaning  or  boiling,  which 
can  affect  its  parameters. 

Naturally,  therefore,  in  formulating  a 
special  range  of  eye  cosmetics  one  takes 
as  the  starting  point  the  need  to  avoid 
the  products  most  likely  to  transmit 
"environmental"  debris  on  to  the  lens — 
lash  thickening,  fibrous  mascaras,  powder 
and  pearlised  shadows,  greasy  formula- 
tions, etc.  The  micron  size  of  particles 
must  obviously  be  kept  to  a  minimum. 
Also,  with  the  Optique  range  we  believe 
water-based  formulations  are  preferable 
where  possible,  mainly  to  facilitate  con- 
tact lens  cleaning  should,  for  instance, 
mascara  accidentally  get  in  to  the  eye. 
Incidentally,  mascara  is  probably  the  main 
culprit  for  contaminating  lenses! 

Help  for  'sensitive  eyes' 

But  contamination  from  cosmetics  is 
only  part  of  the  suffering  experienced  by 
a  contact  lens  wearer.  For  many  women, 
wearing  lenses  unfortunately  means  they 
now  possess  "sensitive  eyes"  instead  of 
normal  eyes.  So  from  a  formulation 
point  of  view  it  is  necessary  to  avoid 
ingredients  likely  to  aggravate  sensitive 
eyes — such  as  perfumes  and  certain  pre- 
servatives. 

This  increased  sensitivity  causes  many 
problems;  some  women  just  cannot  wear 
eye  cosmetics  and  contact  lenses,  with 
the  result  that  many  have  to  forgo  eye 
make-up  completely — otherwise  they 
experience  symptoms  of  itching,  heavy- 
ness,  pain,  red  eyes,  swollen  eye-lids  and 
eye  watering. 

Naturally,  there  are  always  a  few 
women,  contact  lens  wearers  or  other- 
wise, who  just  cannot  tolerate  any  eye 
cosmetics,  but  for  the  rest,  the  correct 
choice  of  range,  together  with  sensible 
application,  should  be  sufficient.  The 
root  of  the  problem  may  be  the  lens 
itself;  perhaps  it  does  not  fit  properly 
or  maybe  the  wearer  is  destined  to 
become  a  contact  lens  rejecter. 

To  summarise:  When  faced  with  in- 
quiries from  a  contact  lens  patient  or 
woman  with  "sensitive  eyes"  the  pharma- 
cist should: 

□  Ask  whether  the  customer  is  sure 
there  is  nothing  wrong  with  the  lens 
itself. 

□  Ensure  she  is  looking  after  and  clean- 
ing her  lenses  properly. 


□  Ensure  she  is  using  eye  cosmetics 
sensibly  and  moderately  (in  our  Op- 
tique leaflet  we  stress  that  the  contact 
lenses  are  the  main  eye  cosmetic  and 
should  be  given  priority;  other  cos- 
metics should  be  used  carefully  and 
sparingly). 

□  Recommend  a  suitable  range  of  eye 
cosmetics. 

The  highest  incidence  of  contact  lens 
wear  coincides  with  the  highest  use  of 
cosmetics  ie  in  women  under  25.  A  new 
wearer,  overjoyed  and  liberated  after 
wearing  spectacles,  will  be  tempted  to 
overcompensate  with  her  eye  cosmetics, 
especially  if  her  new  lenses  have  a  ten- 
dency to  make  her  eyes  look  rather 
bloodshot. 

So  the  problem  of  contact  lenses  (and 
"sensitive  eyes")  and  eye  cosmetics  is 
almost  certainly  a  growing  one,  for 
which  the  pharmacist  is  advised  to  have 
the  answers. 


Allergan  Pharmaceuticals  are  soon  to  offer 
this  Optik-aids  "fast  12"  display  to 
members  of  the  National  Pharmaceutical 
Association.  The  display  holds  a 
comprehensive  selection  of  spectacle/ 
sunglass  accessories  (from  £70.08  trade) 
and  will  be  available  from  NPA  Services. 
Items  will  include  spectacle  nose  pads, 
repair  kit,  cleaning  liquid  and  lens  tissue, 
and  there  will  be  the  optional  addition  of 
two  contact  lens  products.  The  display 
unit  may  be  used  on  a  counter  or  wall 
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Products  for  the  care  and  maintenance  of: 

HARD  CONTACT  LENSES  ,  ^  ,  t       _ ft  ftnmh 

Liquifilm  Wetting  Solution,  Clean-N-Soak,  LC-65  Cleaning  solution  (1 5  &  60ml), 
Soakare  Soaking  Solution,  Blink-N-Clean,  Total  All  Purpose  Solution  (60  &  1 20ml). 

Hyd^ca?eNSoaking  ln<fcieaning  Solution  (1 20  &  240ml),  Hydrocare  Protein  (Enzyme) 
Remover  Tablets  (12  &  24),  Hydrocare  Economy  Pack  (Tablets  &  Solution),  Hydroca«-e 
System  Pack,  Hydrocare  Boiling-Rinsing  Solution  (Allergan  Preserved  Saline  Solution). 

EYE  CARE  PRODUCTS 

Liquifilm  Tears,  Prefrin  Liquifilm  Eye  Drops. 

STARTER  PACKS  ^       KI  0  _  . 

Hydrocare  Intro  Pack,  for  soft  contact  lenses,  Clean-N-Soakit  Prep  Pack, 
Clean-N-Stow  Prep  Pack,  System  Pack,  for  hard  contact  lenses. 

Main  distributor  for  pharmaceutical  trade  [Pharmagen]. 


All€RG4N 


Allergan  Limited 
Bourne  House 
Wharf  Lane 
Bourne  End 
Bucks  SL8  5RU 

Tel:  Bourne  End 
(06285)27778 
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Todays  easy-care  system 
for  soft  contact  lenses, 


The  Burton  Parsons  range  of  soft  contact  lens  solutions 
have  been  developed  to  be  the  most  complete  lens  care 
systems  available  today. 

Each  product  has  received  the  approval  of  the  American 
FDA  and  is  especially  formulated  to  ensure  unsurpassed 
efficiency  and  safety. 

When  you  recommend  BP  contact  lens  solutions  you 

are  recommending  the  very  best. 

Further  information  available  from  Burton  Parsons 
Chemicals  (UK)  Ltd.,  Unit  No.  4,  Rich  Industrial  Estate, 
Crimscott  Street,  London  SE1.  Tel:  01-231  2794. 

bp  for  high  qualify 
conlacNens  solutions 
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A  'marked 

Recent  years  have  seen  a  tremendous 
growth  in  the  use  of  contact  lenses — 
and  the  pharmacy  is  one  outlet  which 
is  benefiting  from  the  increased  need 
for  items  used  in  their  care. 

The  main  reasons  for  growth  are  said 
to  be  the  introduction  of  the  more 
comfortable  soft  lenses  and  the  relative 
cost  compared  with  spectacles.  Contact 
lenses  were  once  regarded  as  an  expen- 
sive luxury,  but  at  today's  prices  an 
attractive  pair  of  glasses  can  easily  cost 
more  than  a  pair  of  hard  lenses. 

The  Association  of  Contact  Lens 
Manufacturers  Ltd  has  also  been  gene- 
rating further  interest  this  year  with  a 
national  public  relations  campaign  in  the 
media  to  promote  the  correct  use  of 
contact  lenses. 

The  optician  still  exerts  a  major 
influence  on  the  wearer's  choice  of  lens 
solutions  and  most  users  keep  to  the 
brands  their  practitioners  recommended 
at  the  initial  fitting.  Opticians  therefore 
usually  provide  the  wearer  with  a  starter 
pack  of  solutions  but,  according  to 
Burton  Parsons  Chemicals  (UK)  Ltd, 
during  the  past  12  months  there  has  been 
a  marked  swing  towards  the  pharmacy 
as  a  source  of  'follow-up  supplies, 
largely  because  the  public  find  it  more 
convenient  to  visit  pharmacies  than 
opticians. 

Mr  George  Tiedeman,  Burton  Parsons' 
manager,  says  that  in  the  United  States 
95  per  cent  of  contact  lens  solutions  are 
now  sold  through  pharmacies  and 
similar  trends  are  noticeable  in  Europe. 

Promotions 

Manufacturers  concentrate  on  advert- 
ising to  the  professions  rather  than  to 
the  consumer  and  tend  to  use  display 
material,  educational  leaflets  to  hand  to 
the  patient,  and  trade  bonuses  as  their 
main  forms  of  promotion. 

A  new  display  unit  for  Transol  and 
Transoak  will  be  available  from  Smith  & 
Nephew  Pharmaceuticals  Ltd  represen- 
tatives at  the  end  of  August.  The  com- 
pany claims  brand  leadership  in  hard 
lens  solutions  with  these  products.  The 
unit  holds  12  Transol  and  eight  Tran- 
soak, available  at  bonus  rates. 

Madden   Contact   Lenses   Ltd  have 


been  appointed  distributors  of  the  Amisol 
range  of  contact  lens  solutions  intro- 
duced recently  by  Abatron  Ltd.  A 
special  introductory  discount  of  2j-  per 
cent  off  the  list  price  is  available  on  the 
range  until  September  30. 

During  this  time,  Madden  Contact 
Lenses  are  also  offering  a  bonus  of  12 
charged  as  11  on  the  new  Contactasol 
Solar  range,  and  a  5  per  cent  discount 
on  Burton  Parsons'  soft  lens  solutions. 
Carriage  free  terms  are  available  on  all 
orders  over  £60. 

Madden  Contact  Lenses  have  been 
appointed  distributors  of  the  Fluidette 
small  volume  fluids  steriliser  (£893  plus 
VAT),  suitable  for  sterilisation  of  contact 
lenses,  radiochemical  solutions,  small 
dropper  solutions,  etc. 

Allergan  Ltd  regularly  advertise  their 
products  in  the  various  optical  publica- 
tions. Their  free  booklet,  "Hard  contact 
lens  questions,"  gives  advice  on  contact 
lens  wear  and  care.  A  booklet  included 
in  the  Hydrocare  range  is  available  in 
German,  French,  Italian  and  Spanish  as 
well  as  English. 

Burton  Parsons  sponsor  regular 
seminars  for  opticians'  receptionists 
which  are  also  open  to  chemists'  assis- 
tants. Point  of  sale  material  is  available 
and  the  company  advertises  in  the 
optical  journals. 

Because  it  may  be  difficult  to  persuade 
some  soft  lens  wearers  to  stick  rigidly 
to  a  daily  three-stage  cleaning  regime, 
the  company  is  planning  to  introduce 
Combiflex,  an  all-in-one  cleaning,  rinsing 
and  storage  solution  and  Flexcare,  a 
two-stage  system  for  cleaning  and 
storage. 

Barnes  Hind  Ltd  offer  a  free  soft  lens 
counter  display  unit  with  10  per  cent  off 
the  price  of  its  full  contents.  Each  unit 
contains  5  Hexidin  240ml,  12  Hexidin 
120ml,  12  cleaner  no  4  35ml,  6  soft  lens 
comfort  drops  15ml  and  6  Hexaclear 
90ml. 

Contactasol  Ltd  are  introducing 
a  chemist  display  stand  Which  holds  the 
full  range  of  their  solutions. 

The  unit  contains  9  Contactasol  60ml, 
8  Contactaclean  20ml,  8  Contactasoak 
120ml,  12  Hydrosol  20ml,  12  Hydroclean 
20ml,  8  Hydrosoak  120ml,  3  Solar  pre- 


served saline  240ml,  9  Solar  cleaner  20ml, 
plus  a  small  amount  of  back-up  stock. 
The  stand  is  free  and  there  is  an  intro- 
ductory offer  on  the  contents  of  £48.18 
(total  selling  price  £80.04). 

Also  available  from  Contactasol  are 
display  stands  for  Eyeclear  eye  drops — 
which  contain  a  decongestant — and  Eye- 
soothe  lotion. 

Transoft — a  new  system 

Smith  &  Nephew  Pharmaceuticals  Ltd 
have  introduced  Transoft,  a  new  regimen 
for  soft  contact  lenses. 

The  system  consists  of  povidone  iodine 
tablets,  a  neutralising  solution,  a  case 
in  which  the  reaction  takes  place  and 
a  preserved  cleaning  solution  (starter 
pack  £2.83,  refill  £1.38,  cleaning  solution 
£0.85). 

Lenses  should  first  be  cleaned  using 
the  cleaning  solution  and  rinsed  with 
distilled  water  or  spent  disinfecting  solu- 
tion. A  Transoft  tablet  is  dissolved  in 
the  Transoft  solution  and  the  lens  is 
left  in  it  overnight  or  for  at  least  five 
hours.  The  neutralising  solution  con- 
tains sodium  formate  as  the  neutralising 
agent,  benzoic  acid  as  the  antimicrobial 
agent  and  a  defoaming  agent.  It  turns 
brown  when  the  iodophor  is  added  and 
becomes  colourless  when  the  reaction 
is  complete. 

The  lenses  are  then  ready  to  wear 
and  can  be  placed  directly  in  the  eyes. 
The  solution  should  not  be  used  with 
lenses  having  a  water  content  higher  than 
53  per  cent. 

Two  main  sectors 

The  total  eye-care  market  is  becoming 
more  clearly  defined  into  two  main  areas 
— "medicated"  and  "cosmetic" — accord- 
ing to  Optrex  Ltd,  who  claim  overall 
brand  leadership. 

Optrex  aim  to  establish  firmly  these 
two  market  sectors  and  develop  the 
total  size  of  the  OTC  market,  which 
they  estimate  as  worth  £4  million.  This 
sector  grew  by  24.7  per  cent  in  1978. 

The  company  intends  to  continue  with 
its  policy  of  heavy  advertising  support, 
and  a  £500,000  campaign  in  the  women's 
Press  is  still  running. 


SOLVE  CONTACT  LENS  SOLUTION  PROBLEMS 
FROM  THE  LARGEST  STOCKS  IN  THE  U.K. 

For  quality,  for  reliability,  for  service 
contact  Reggie  Ormes,  M.C.L.  Ltd., 
Castleham  Road,  St.  Leonards-on-Sea, 
East  Sussex,  TN38  9NB 
Telephone  Hastings  53381  -7 
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ORALCER 


CONTROLLED  RELEASE     F  IIAIITII  ■ 

pellets^  iMOUTH  ULCERS 

a    -,Ru!all£ Pnce  38p       Trade  Price  £2.60  per  dozen 
Available  from  your  local  wholesaler  and  from  Vestric  Ltd. 

Vitabiotics  Ltd.      1.  Beresford  Avenue,  Wembley  (Middx 
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CONTACT  LENS  SOLUTIONS 


The  following  is  a  classification  based  on  information  supplied  by  manufacturers. 


FOR  HARD 
LENSES 


Cleaning  ,  , 

Amiclean  gel  (Abatron)— also  for  soft 

lenses 

Amiclean  solution  (Abatron)— also  for 
soft  lenses 

Contactaclean  (Contactasol) 
Gel  clean  (Barnes-Hind) 
LC-65  (Allergan) 

Titan  concentrated  cleaner  for  use 
with  Hydra-mat  or  Aqua-cell  mate  unit 
(Barnes-Hind) 

Cleaning  and  wetting 

Clens  (Burton  Parsons) 
Steri-clens  (Sauflon) 
Transol  (Smith  &  Nephew) 

Cleaning  and  soaking/soaking 

Alcon  cleaning  and  soaking  solution 

Ami- 10  (Abatron)— also  for  soft  lenses 

Clean-n-soak  (Allergan) 

Contacare  (Barnes-Hind) 

Contactasoak  (Contactasol) 

C-thru  (Optimedic) 

Optrex  soaking  solution 

Soakare  (Allergan) 

Soquette  (Barnes-Hind) 

Steri-soak  (Sauflon) 

Transoak  (Smith  &  Nephew) 

Wetting 

Amilis  (Abatron)— also  for  soft  lenses 
Barnes-Hind  wetting  solution 
Contactasol  wetting  solution 
C-thru  buffered  wetting  solution  (Opti- 
medic) 

Dual-wet  (Alcon) 
Liquifilm  (Allergan) 
Optrex  wetting  solution 

Wetting  and  soaking 

Maws  K-lens  (Ashe) 
Soaclens  (Burton  Parsons) 


All  purpose 

Total  (Allergan)— for  cleaning,  soaking 
and  wetting 


Blink-n-clean    (Allergan)— for  cleaning 

and  re-wetting  while  lens  in  eye 

Comfort  drops  (Barnes-Hind) 

C-thru  soft  and  hard  lens  re-wetting 

solution  (Optimedic) 

Liquifilm  tears  (Allergan)— for  relubn- 

cation  .  . 

Pre-sert  (Allergan)— for  extra  cushioning 
Steri-lette  (Sauflon)— for  wetting,  and 
lubrication  during  wear 

FOR  SOFT 
LENSES 


Adapt    (Burton    Parsons)— to  improve 
comfort  during  adaptation  period 
Adapettes    (Burton    Parsons) — may  be 
used  while  lens  on  eye  to  improve  com- 
fort (also  for  soft  and  silicone  lenses) 
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Cleaning 

Amiclean  gel  (Abatron) 
Amiclean  solution  (Abatron) 
Cleaner  no  4  (Barnes-Hind) 
C-thru  blue  (Optimedic) 
Hexaclean  extra  strength  solution  for 
weekly  use  (Barnes-Hind) 
Hydroclean  (Contactasol) 
Pliagel  (Alcon) 
Preflex  (Burton  Parsons) 
Solar  cleaning  solution   for  use  with 
heat  disinfection  (Contactasol) 
Steri-solv  (Sauflon) 

Transoft  cleaning  solution  for  use  with 
Transoft  system  (Smith  &  Nephew) 

Wetting 

Amilis  (Abatron) 

Disinfecting  and  storing 

Ami-10  (Abatron) 

Contigel  (Alcon)— contains  chlorhexidine 
Flexsol  (Burton  Parsons) 
Hexidin  (Barnes-Hind) 
Hydrocare  (Allergan) 
Hydrosoak  (Contactasol) 
Pliacide  (Alcon)— for  patients  sensitive 
to  chlorhexidine 
Steri-sal  (Sauflon) 
Steri-soft  (Sauflon)— non-mercurial 
Transoft  disinfecting  system  for  use  with 
Transoft   cleaning   solution   (Smith  & 
Nephew) 

For  use  in  heat  disinfection 

Allergan    preserved    saline  (Hydrocare 
boiling /rinsing  solution) 
Amidose  unpreserved  saline  (Abatron) 
Nutraflow  preserved  saline  (Alcon) 
Salette  non-preserved  saline  (Sauflon) 
Solar  preserved  saline  (Contactasol) 
Soft-therm  (Barnes-Hind) 
Thermosal    preserved    saline  (Burton 
Parsons) 


Enzyme  preparations 

(occasional  use  to  remove  deposits) 

Amiclair  tablets  (Abatron)— for  protein, 

lipid   mucins   (used   with   Amiclair  O 

distilled  water) 

Clean-o-gel  (Alcon) 

Hydrocare  protein  remover  (Allergan) 

Others 

Adapettes  (Burton  Parsons)— may  be 
used  when  lens  on  eye  to  improve  com- 
fort. 

C-thru  buffered  rinsing  solution  (Opti- 
medic) 

Hydrosol  (Contactasol)— for  wetting,  and 
lubrication  during  wear 
Normol  (Burton  Parsons)— for  rinsing 
after  cleaning  with  Preflex 
Steri-lette    (Sauflon)— for   wetting,  and 
lubrication  during  wear 
Soft  comfort  (Barnes-Hind)— for  clean- 
ing while  lens  on  eye 

Manufacturers'  addresses 

Abatron  Ltd,  12A  Churchyard,  Hitchin, 

Herts  SC5  1HR 
*Allergan  Ltd,  Bourne  House,  Wharf 
Lane,  Bourne  End,  Bucks  SL8  5RU 
Ashe  Laboratories  Ltd,  Ashetree  Works, 
Kingston  Road,  Leatherhead,  Surrey 
KT22  7JZ 
Alcon   Laboratories    (UK)    Ltd,  Im- 
perial Way,  Watford,  Herts  WD2 
4YR  (distributors  Farillon  Ltd) 
*Barnes-Hind  Ltd,  Isis  Trading  Estate, 
Stratton  Road,  Swindon,  Wilts  SN1 
2PQ 

*Burton  Parsons  Chemicals  (UK)  Ltd, 
Unit  no  4,  Rich  Industrial  Estate, 
Crimscott  Street,  London  SE1 
*Contactasol  Ltd,  Ruxley  Towers,  Clay- 
gate,  Esher,  Surrey 
Optimedic  Ltd,  24  East  Street,  Farn- 

ham,  Surrey  GU9  7TJ 
*Optrex  Ltd,  City  Wall  House,  Basing 
View,  Basingstoke,  Hants  RG21  2JP 
*Sauflon  Pharmaceuticals  Ltd,  16  Childs 

Place,  Earl's  Court,  London  SW5 
*Smith  &  Nephew  Pharmaceuticals  Ltd, 
Bessemer  Road,  Welwyn  Garden  City, 
Herts 

Other  suppliers 

*Focus  Contact  Lens  Laboratory  Ltd, 
3  Derby  Works,  Carey  Place,  Wat- 
ford, Herts 
*Dennis  Hillyard  Contact  Lens  Supplies 
Ltd,  55  Barton  Road,  Water  Eaton 
Estate,  Milton  Keynes,  Bucks 
*Madden    Contact   Lenses,  Castleham 
Road,  St  Leonards-on-sea,  East  Sus- 
sex TN38  9NB 
*Also  supply  storage  cases 
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]©[  ]  MADDEN  CONTACT  LENSES  LTD 

DURINO  SEPTEMBER 

j&v     jwce  I 

FLEXSQL  120ml 

BUY  ONE  BOTTLE  OF  FLEXSOL  120ml  AND  BECEIVE  ANOTHEB  BOTTLE  -FBEE 


&trtr&irirlr&-tr&-t;To  coincide  with  this  of  fer-  a  special  offer  on  fttWhWWWWrtWrfr 
K  BURTON  PARSONS  SOFT  LENS  SOLUTIONS  "g 


FLEXSOL 

10ml 

NORMOL 

180  ml 

FLEXSOL 

45ml 

NORMOL 

250ml 

FLEXSOL 

180ml 

PREFLEX 

10ml 

IMORMOL 

10ml 

PREFLEX 

45ml 

NORMOL 

45ml 

THERMOSAL 

250ml 

Offer  closes  30th  September  1979 

Carriage  and  VAT  extra.  Carriage  free  on  orders  over  £60 


To:  MADDEN  CONTACT  LENSES  LTD 
CASTLEHAM  ROAD 
ST.  LEONARDS-ON-SEA 
EAST  SUSSEX  TN38  9NB 
Tel:  HASTINGS  (0424)  53381/7 

Please  send  the  following:  — 


From: 


.FLEXSOL 
.FLEXSOL 
.FLEXSOL 
.NORMOL 
.NORMOL 
.PREFLEX 


120ml  plus 

10ml 
180ml 

45ml 
250ml 

45ml 


-FREE 

.FLEXSOL 

.NORMOL 

.NORMOL 

.PREFLEX 


45ml 
10ml 
180ml 
10ml 


THERMOS  A  L250ml 


 .  .  .  ._  .  imwuni.i.JUIlll  ■ 
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CABDRimtS 


LINCTUS 

is  in 
the  1  st 
Division 


For  hundreds  of  thousands  of 
coughers,  it's  their  first  choice,  and 
it's  strictly  a  chemists  only  line.  And 
now  for  diabetics,  there  is  a  new 
addition  to  the  range— 
CABDRIVERS  DIABETIC 
LINCTUS  (containing  no  sugar). 
You  can't  stock  every  cough 
remedy,  but  CABDRIVERS  should 
be  amongst  your  selection  this 
season. 

HIGH-FREQUENCY 
ADVERTISING  in  mass  circulation 
National  Sunday  Newspapers 
during  peak  selling  period. 
CABDRIVERS  ADULT  LINCTUS 
50ml  and  100ml 

CABDRIVERS  JUNIOR  GLUCOSE 

LINCTUS  50ml  and  100ml 
CABDRIVERS  DIABETIC 
LINCTUS  100ml 
CABDRIVERS  Nasal 
DECONGESTANT  TABLETS 
Cartons  of  12  tablets  in  1  doz. 
Display  Outers. 

From  your  usual  wholesaler  or  from  our  distributors 
Ford  Jackson  &  Co  (Sales)  Ltd 
c/o  HALAS  LABORATORIES  LTD., 
Building  3B,  14  Thorpe  Arch  Trading  Estate, 
Boston  Spa,  Wetherby  LS23  7BJ. 
Telephone  (0937)  842695 


Benn 
business  magazines 

Builders'  Merchants  Journal 
Cabinet  Maker  &  Retail  Furnisher 
Chemist  &  Druggist 
Education  Equipment 
Engineering  Distributors  Journal 
Fire  Protection  Review 
Forestry  &  British  Timber 
Gas  Marketing 
Gas  World 
Gifts 

Hardware  Trade  Journal 
Horticulture  Industry 
Leather 
Leathergoods 
LP  Gas  Review 
Natural  Gas 
Nurseryman  &  Garden  Centre 
Paper 

Primary  &  Middle  School  Equipment 
Printing  World 
Shipping  World  &  Shipbuilder 
Sports  &  Recreation  Equipment 
Sports  Trader 
Timber  Trades  Journal 
University  Equipment 
Woodworking  Industry 


Benn  >> 

publishing  for  business 

Benn  Publications  Limited 
25  New  Street  Square,  London  EC4A  3JA 
Telephone  01-353  3212 
Telex  27844 
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Is  RPM  really 
worth  saving? 

The  Proprietary  Articles  Trade  Associa- 
tion believes  that  resale  price  main- 
tenance on  medicines  at  the  wholesale 
level,  as  at  the  retail  level,  would  be 
upheld  by  the  courts  and  yet  two  major 
manufacturing  'firms  appear  to  have 
abandoned  it.  Nonsense  has  been  made 
of  the  present  National  Health  Service 
dispensing  contract  by  the  discounts  now 
on  offer  from  increasingly  desperate 
wholesalers  seeking  to  increase  or  protect 
their  market  shares  and  the  independent 
profit  assessment  panel  investigating 
NHS  remuneration  has  taken  note  of 
the  situation. 

Inevitably,  should  this  state  of  affairs 
continue,  the  courts'  decision  to  uphold 
RPM  will  be  revoked  on  all  sales  of 
medicines,  by  manufacturers,  wholesalers 
and  retailers. 

Is  an  attempt  to  retain  RPM  still  worth 
the  effort?  I  believe  it  is,  simply  because 
medicines  should  not  be  treated  as 
ordinary  items  of  commerce.  They  are 
potentially  dangerous  products  requiring 
public  respect  which  can  only  be  obtained 
and  sustained  by  stringent  professional 
and  legislative  control. 

Manufacturers  evolved  the  voluntary 
price  regulation  scheme  to  provide  a 
measure  of  control  for  their  prices  to 
the  NHS — and  I  believe  wholesalers 
should  initiate  discussions  for  a  similar 
scheme  to  deal  with  this  problem,  per- 
haps through  their  trade  association,  the 
National  Association  of  Pharmaceutical 
Distributors. 

Reasons  for  breakdown 

The  main  reasons  for  the  breakdown  of 
RPM  at  the  wholesale  level  are:  — 

1.  The  rapid  growth  of  profit  sharing 
wholesalers  resulting  in  dramatic  changes 
of  market  share. 

2.  Direct  manufacturer  discounting, 
often  at  prices  not  available  through 
wholesalers,  whidh  favours  large  groups 
at  the  expense  of  the  smaller  contractors. 

3.  The  opening  of  What  may  have  been 
unnecessary  additional  depots  by  estab- 
lished wholesale  firms,  presumably  to 
increase  market  share  on  the  expectation 
of  high  financial  returns. 

4.  Dissatisfaction  with  the  present  NHS 
dispensing  contract  causing  contractors 
to  seek  other  means  of  increasing  their 
remuneration  from  dispensing. 

Ninety  per  cent  of  a  full  range  phar- 
maceutical wholesaler's  gross  profit  is 
generated  by  the  sale  of  fewer  than 
1,000  product  lines  from  a  total  inven- 
tory of  between  14,000  and  20,000.  Most 
of  these  high  profit  products  are  branded 
"ethicals."  The  average  net  profit  margin 
for  all  "bona  fide"  wholesalers  has  been 
about  4  per  cent  of  sales. 

The  principal  reason  for  the  existence 
of  and  need  for  bona  fide  pharmaceutical 
Wholesalers  is  to  provide  full  distribu- 
tion services  for  all  manufacturers  of 
pharmaceutical     and     allied  products 
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through  pharmacists  to  the  ultimate  con- 
sumer— the  patient.  They  are  of  vital 
importance  if  adequate  and  widely  avail- 
able pharmaceutical  services  are  to  be 
maintained. 

Agreement  between  the  interested  par- 
ties, government,  the  Pharmaceutical 
Services  Negotiating  Committee,  manu- 
facturers and  wholesalers  to  reduce  the 
wholesaler  discount  and  the  basic  NHS 
price  of  the  fast  moving  "ethicals"  from 
the  present  15  per  cent  or  so  to  10  per 
cent  would  release  a  significant  cash  sum 
which  would,  if  properly  negotiated, 
enable  the  PSNC  to  obtain  the  more 
realistic  contract  it  seeks  and  would 
remove  the  need  for  large  "illicit"  dis- 
counts from  basic  NHS  prices. 

Following  such  an  agreement  whole- 
salers would  have  no  option  but  to 
modify  what  have  now  become  ridiculous 
discount  schemes  but  would  still  be  able 
to  support  and  encourage  the  efficiency  of 
customers  without  destroying  RPM. 

The  numbers  of  wholesaler  depots 
and  deliveries  would  be  reduced,  as  they 
Will  be  under  present  conditions,  but 
efficient,  that  is  comprehensive  and 
accurate,  Wholesaler  distribution  would 
be  maintained  by  the  remaining  depots 
which  would  tend  to  become  larger  and 
therefore  more  profitable.  The  inevitable 
rationalisation  process  would  become  a 
gradual  one  thus  preventing  disruption 
and  distortion  to  the  wholesale  pattern 
Which  must,  in  my  view,  be  balanced 
between  groups  and  independents  to 
preserve  competitive  efficiency. 

I  believe  that  a  reduction  in  overall 
wholesaler  gross  margins,  whilst  preser- 
ving RPM,  would  encourage  the  efficient 
wholesaler  and  would  maintain  an 
essential  choice  for  retail  pharmacy. 

Having  only  one  or  two  large  whole- 
sale, or  for  that  matter  retail  or  manu- 
facturing firms,  would  have  disastrous 
effects  on  the  availability  of  pharmaceu- 
tical services  to  the  public.  In  the  final 
analysis  the  overriding  consideration  for 
pharmacists  and  pharmaceutical  manufac- 
turers and  wholesalers  must  be  the  pro- 
vision Of  a  professionally  responsible 
service  to  the  whole  community. 
G.  Brooks 

Managing  director,  Sants 

Why  nothing  for  us? 

How  can  a  Minister  of  Health  make  a 
46  per  cent  pay  award,  which  in  itself 
acknowledges  "underpayment"  of  con- 
tractors in  previous  years,  backdate  it, 
then  proceed  to  snatch  it  back  for  an 
alleged  "overpayment"?  The  net  result 
is  nothing! 

How  can  an  "employer",  the  Depart- 
ment of  Health,  pay  a  salary  (albeit 
notional)  to  retail  pharmacists  and 
escape  provision  of  the  Employment 
Protection  Act,  which  clearly  states  that 
a  letter  of  engagement  must  be  sent  to 
each  and  every  "employee"  clearly 
stating  the  terms  and  conditions  of 
employment  including  remuneration? 

How  is  it  possible  for  two  parties  to 
operate  under  contract,  without  the 
existence  of  a  precise  and  formal  con- 


tract, whose  terms  may  be  fairly  con- 
tested in  a  court  of  law? 

Contractors  continue  to  operate  under 
a  number  of  loosely  arranged  conditions 
which  place  the  "employer"  or  the 
"other  party"  in  a  dominating  position 
at  all  times,  without  any  clear  cut 
avenues  to  a  remedy  in  law,  for  the 
aggrieved  "party".  Why  do  we  continually 
labour,  and  suffer  under  this  feudal 
system? 

The  answer  to  those  questions  lie 
with  each  and  every  contractor,  each  and 
every  local  pharmaceutical  committee 
member  and  officer,  and  each  and  every 
member  and  officer  of  the  PSNC. 

If  you  already  know  the  answers,  and 
are  happy  to  do  nothing,  and  accept  the 
Department's  "final  solution"  for  retail 
pharmacy,  then  answer  the  final  ques- 
tion: How  does  £5,800  x  46  per  cent=0 
(for  us)  when  a  25  per  cent  rise  gives 
32p  per  script  for  dispensing  doctors  and 
up  to  a  51  per  cent  increase  gives 
£12,000  per  annum  for  a  principal  phar- 
macist in  the  hospital  service? 
Stanley  Blum 
Staines,  Middlesex 

Interim  cash  needed 

The  recent  increase  in  notional  salary 
and  the  panel's  report  poses  two  ques- 
tions. Is  £8,500  enough  for  all  contractor 
pharmacists,  regardless  of  experience  and 
length  of  service?  Should  the  panel 
recommend  an  immediate  interim  cast) 
payment? 

In  the  past,  in  the  pharmaceutical 
Press,  I  believe  I  had  proved  the  notional 
salary  for  January  1,  1979  should  be 
£10,000  taking  as  the  base  or  starting 
point  1964  not  1975.  Many  people  have 
compared  this  to  the  recent  hospital 
salaries  scale  which  give  a  comparability 
with  the  second  highest  point  in  grade  2 
(staff  pharmacists).  It  should  be  stressed 
that  all  hospital  pharmacists  view  this 
point  in  their  grading  as  being  only  a 
mid-way  point  in  their  career  structure. 

Why  should  general  practice  proprietor 
pharmacists  not  also  have  a  graded  career 
structure  for  notional  salary?  £8,500  for 
proprietors  with  up  to  three  years  ex- 
perience; £10,000  after  three  years. 

The  increase  in  notional  salary  back- 
dated to  January  1  is  worth  £14  to  £16m 
and  is  to  be  used  to  offset  an  alleged 
deficit  of  £18m  in  the  Balance  Sheet, 
leaving  only  £2m  "overpayment"  Which, 
it  is  assessed,  will  be  offset  by  the  out- 
come of  negotiations  on  proprietorial  lead 
and  property  costs. 

I  state  "alleged"  deficit,  as  the  original 
report  on  the  1975  stockholding  assess- 
ing the  existing  shelf  stock  at  seven 
weeks  instead  of  the  previously  agreed 
11  weeks,  has  never  been  made  public 
to  chemist  contractors.  Even  this  is 
based  on  averaging,  showing  enormous 
differences  between  the  six  grades  of 
pharmacies  (based  on  varying  volumes 
of  NHS  dispensing). 

The  panel  considered  whether  it 
should  recommend  an  interim  adjust- 
ment of  the  rate  of  return  on  capital, 

Continued  on  p300 
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that  is,  "cash  now".  This  has  become 
commonplace  for  negotiations  carried 
out  in  the  present  inflationary  period. 
However,  it  decided  against  this  for  two 
reasons,  the  more  important  being  the 
"overpayment"  to  contractors. 

This  "overpayment"  has  now  been 
mostly  offset  by  the  notional  salary 
increase;  surely  this  pre-empts  the  panel's 
main  reason  for  not  recommending  an 
interim  cash  payment  now. 

It  is  said  that  Dr  Vaughan  and  the 
panel  are  both  sympathetic  to  the  finan- 
cial plight  of  pharmacy  contractors. 
This,  in  the  medium  term,  will  be  appre- 
ciated but  sympathy  alone  will  not  pre- 
vent a  number  of  pharmacies  closing  in 
the  immediate  future.  The  number  of 
pharmacy  closures  for  the  period  Janu- 
ary-July 1979  was  greater  than  for  the 
same  period  of  1978.  Closures  now  will 
include  pharmacies  which  could  well  be 
viable  after  a  favourable  panel  report. 

The  panel  was  originally  to  be  set  up 
and  report  in  March  1979.  Now  we  are 
told  its  initial  report  cannot  be  before 
the  late  autumn.  Its  final  report  even  if 
favourable  would  not  give  cash  increases 
before  early  1980  because  of  the  com- 
plexities of  a  contract  which  pharmacists 
have  asked  repeatedly  to  be  cancelled 
and  replaced  by  a  simpler  one. 

This  contract  and  ithe  delays  in  setting 
up  the  panel  have  been  totally  outside 
the  responsibilities  of  pharmacists  who 

 even  in  these  days  of  confrontation 

have  always  put  their  "customers  and 
friends"  first.  There  must  be  a  limit  to 
pharmacists'  "professional  responsi- 
bility". This  was  reached  long  ago. 

The  only  effective  solution  in  the 
medium  term  is  for  the  panel's  recom- 
mendation for  a  real  increase  in  remu- 
neration. 

In  the  immediate  term,  unnecessary 
pharmacy  closures  are  continuing  and 
can  only  be  averted  by  the  panel's 
recommending  an  immediate  interim 
cash  payment,  this  recommendation  to 
be  implemented  immediately  by  Dr 
Vaughan  and  the  Department  of  Health. 
George  Baxter 
Plaistow,  London  El  3 


Brand  v  generic 

Mr  Selkirk  says  he  was  "somewhat 
alarmed"  by  some  of  the  ABPI's  com- 
ments on  generic  prescribing  (letters, 
August  18).  He  then  went  on  to  take 
issue  with  the  statement:  "Prescribing 
by  brand  name  ensures  that  the  patient 
Will  invariably  receive  the  same  consis- 
tent formulations,  whereas  generic  pre- 
scribing can  lead  to  dangerous  varia- 
tions .  .  .". 

It  was  unfortunate  that  Mr  Selkirk 
should  end  his  quotation  from  the 
ABPI  Press  statement  at  that  particular 
point.  The  rest  of  the  sentence  read  "if 


medicines  made  in  different  ways  by  I 
different   manufacturers   are    dispensed  1 
on  successive  occasions."  This  in  our  j 
View  was  a  very  important  qualification 
which   Mr   Selkirk,    for   reasons  best 
known  to  himself,  chose  to  omit. 

This  statement  was  not  critical  of 
generic  prescribing  per  se.  If  different 
branded  preparations  or  generic  prepara- 
tions from  different  manufacturers  were 
to  be  prescribed  and  dispensed  on  suc- 
cessive occasions  variations  in  drug 
availability  possibly  with  dangerous  con- 
sequences, could  equally  apply. 
P.  F.  Lumley 

Manager,  information  services,  ABPI 


MARKET  NEWS 

Oils  in  demand 

London,  August  22:  Trading  in  a  num- 
ber of  essential  oils  was  active  during 
the  week.  Cedarwood  was  particularly 
in  demand  on  the  spot  and  rose  by 
sevenpence  a  kg.  Citronella  main- 
tained its  firm  position  of  the  last  few 
weeks  by  gaining  a  further  25p  a  kg. 
Also  dearer  were  petitgrain,  spear- 
mint and  Java  vetivert.  Against  the 
general  trend  anise  dropped  sharply 
while  bois  de  rose,  cassia  and  sandal- 
wood were  marginally  easier. 

Synthetic  camphor  is  not  being 
offered  by  China  and  spot  rates  have 
moved  up  over  the  £1-per-kg  mark.  In 
spices,  cloves  were  dearer  but 
pepper  and  ginger  were  lower  in  one 
or  more  positions.  Forward  rates  for 
botanicals  of  North  American  origin 
were  marked  up  as  the  dollar  gained 
ground  against  the  pound;  the  spot 
rates  were  mostly  unaffected. 

Pharmaceutical  chemicals 

Brucine  sulphate:  £45.00  kg. 

Citric  acid:  BP  per  metric  ton  single  deliveries, 
granular  hydrous  £797  anhydrous  £857;  five-ton 
contracts  £794  and  £854  respectively;  powdered 
£20  premium  per  1,000  kg.  £171.17  and  £170.17 
respectively.  „  ... 

Homatropine:    Hydrobromide    £133.10    kg;  methyl- 
bromide  £126.60— both   in  |-kg  lots 
Hyoscyamine:  Sulphate,   100-kg  lots  £267.90  kg. 
Iodides:    Ammonium    £10.37    kg    (for    50-kg  lots). 
Isoetharine  hydrochloride:  £100  kg  for  1-kg  lots. 
Lactic  acid:  BP  88/90%   £1.80  kg  in  70-kg  drum 
Lobeline:    Hydrochloride    BPC   and    sulphate  £1.45 
per  g  for  100-g  lots.  , 
Methyl  salicylate:  5-ton  lots  £1.55  kg;   1-ton  £1.59 
Methadone  hydrochloride:  £330  per  kg.  Subiect  to 
Misuse  of  Drugs  Peculations. 

Opiates:  (£  per  kg)  in  1-kg  lots;  subject  to  Misuse 
of  Drugs  Regulations — Codeine  alkaloid  £638  to 
£653  as  to  maker:  hydrochloride  £488-£562;  phos- 


phate £490-£499;  sulphate  £562.  Diamorphine  alka- 
loid    £764-     hydrochloride     £696.  Ethylmorphine 
hydrochloride  £623-£639.  Morphine  alkaloid  £709.50- 
£722    hydrochloride  and  sulphate  £579-£589. 
Papaveratum:  £390  kg;  5-kg  lots  £355  kg.  Subject 
to  Misuse  of  Drugs  Regulations. 
Paracetamol:  (Per  kg)  50-ton  contracts  from  £3.22; 
10-ton  £3.30.  Premium  for  d/c  £0.20  kg. 
Phenylephrine  hydrochloride:  £89  kg  in  50-kg  lots; 
£92  kg  for  10-kg.  ,      .„  , 

Pholcodine:  1-kg  £538  to  £543  as  to  make:  60-kg 
lots  £493.  Subject  to  Misuse  of  Drugs  Regulations. 
Phthalylsulphathiazole:  50-kg  lots  £8.54. 
Physostigmine:    Salicylate    £2.48   per    g;  sulphate 
£3.37  in  100-g  lots. 

Crude  drugs 

Aloes-  Cape  £1,060  ton  spot;  £1,055,  cif,  Curacao 
nominally  £2,240,   cif,   no  spot. 
Balsams:    (kg)    Canada  £12.55  on  the  spot  ship- 
ment £12.05    £12.   cif.   Copaiba:  £3.05  spot  £2.85 
cif,  Peru:  No  spot  £9.45.  ,   „„  .. 

Camphor:  Natural  powder  £5.60  kg  spot;  £5.25,  cif. 
Synthetic  £1.10  spot;    no   cif  offers. 
Cherry    bark:    Spot    £1,110    metric    ton;  shipment 
£995  cif 

Cloves:    Madagascar/Zanzibar    £4,160    metric  ton 
spot;    £3,770,  cif. 

Dandelion:  Spot  £1,945  metric  ton  spot;  £1,745,  cif. 
Ergot:  No  offers. 

Ginger:    Cochin    £450    metric    ton    spot  shipment 
£410    cif.   Other  sources  not  quoted. 
Hydrastis:   Spot  £29.75,   kg;   no  cif. 
Jalap:  Spot  £2,420   metric  ton. 

Menthol:    (kg)    Brazilian    £6.05    spot;    £5.85,  Olf. 
Chinese  £6.20  duty  paid;  £5.50  cif. 
Pepper:   (metric  ton)   Sarawak  black  £1,010  spot, 
$1  950,    cif;    white   £1,450    spot;    $2,750,  cif. 
Senega:   Canadian   £10.05   kg   spot;   £8.40,  cif. 
Valerian:  Dutch  £1,895  metric  ton  spot;  £1,820,  GIT; 
Indian   £1,215   spot;   £1,180,  cif. 
Witchhazel    leaves:    £2.20    kg    spot;    £1.95,  cit, 
liquid   £0.47  kg. 

Essential  and  expressed  oils 

Anise:    (kg)   Spot  £13.30;   shipment  £12.50,  cif 
Bois  de  rose:  Spot  £6.15  kg;  shipment  £6.10,  cit. 
Cassia:  No  spot;  shipment  £33.60  kg,  cif 
Cedarwood:   Chinese  £1.22   kg   spot;   £1.10,  Olf. 
Cinnamon:  Ceylon   leaf  £2.50  kg   spot;  £2.42,  cif. 
bark,  English-distihed  £160. 

Citronella:  Ceylon  £3.25  kg  spot;  £2.95,  cif.  Chinese 
£4.20  spot;  £3.96  afloat.   Java  £4.10  spot 
Orange:  Florida  spot  £0.90  kg  asked;  £0.58,  cit. 
Brazilian   £0.45,  cif. 

Petitgrain:   Paraguay  £5.75   kg   spot;   £5.45,  cit. 
Sandalwood:    Mysore    £68    kg    spot,    East  Indian 
£52  50  spot 

Spearmint:  Chinese  £10.35  kg   spot;   £9.60  cif. 
Vetivert:   Chinese   £20   kg    spot;    £19.80,    cif.  Java 
£17  spot  and  cif. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  do  not  include 
value  added  tax.  They  represent  the  last  quoted  or 
accepted  prices  as  we  go  to  press.  
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ANTI  SMOKING  CAPSULES 

300    Chemist  &  Druggist 


will  ensure  consistent  demand  in  1979 

Make  sure  your  stocks  are  adequate  —  don't  miss  a 
single  sale.  Ask  your  wholesaler  NOW  —  Showcards 
and  Display  Packs  available. 

If  any  difficulty  write  to  sole  distributors 


MILLER.  13  GOLDEN  SQUARE,  LONDON  W.1 .  Tel :  01  7344246/9 
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Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 
25  New  Street  Square,  London  EC4A  3JA. 
Telephone  01-353  3212 
Publication  date  Every  Saturday 

Headings  All  advertisements  appear  under  appropriate 
headings. 

Copy  date  12  noon  Tuesday  prior  to  publication  date. 
Advertisements  should  be  prepaid. 


Circulation  ABC  July/December  1978.  17,737. 
Display/Semi  Display  £5.00  per  single  column 
centimetre,  min  25mm.  Column  width  44mm. 
Whole  Page  £450  (275mm  xl  86mm). 
Half  Page  £250  (135mm x91  mm). 
Quarter  Page  £130  (1 35mm  x  91  mm). 
Lineage  minimum  charge  £5.00  for  20  words, 
25p  per  word  extra. 
Box  Numbers  £0.60  extra. 

Series  Discounts  5%  on  3  insertions  or  over.  10% 
7  insertions  or  over.  15%  on  13  insertions  or  over. 
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STOCKS  FOR  SALE 


FOR  CHRISTMAS 

ALL  FRENCH 
COSMETIC  HOUSES 

PERFUMES,  TALCS,  ETC. 
CHEAPER  THAN  TRADE. 
CONSUMER  PRODUCTS. 

TEL:  0903-205861. 


SINGLE  EDGE  BLADES.  20  packets 
of  5  £3.25  inclusive.  Cartons  of  100 
£3.25  inclusive.  Immediate  delivery. 
Cheque  with  order  please.  Rolenworth 
1-3  Greys  Road,  Henley-on-Thames, 
Oxon. 


JEWELLERY.  Sterling  silver  and  9ci 
gold.  A  wide  range  of  ear-rings,  rings, 
bracelets,  chains  etc,  brought  to  your 
door  at  best  cash  prices.  Write  Lloyd 
Cole,  37  College  Avenue,  Maidenhead. 


SINGLE  EDGE  BLADES.  20  pkts  of  5 
on  showcard,  £3.25  inc  VAT.  Packs  of 
100  S.E.  blades  in  carton,  £3.25  inc. 
Cheque  with  order  please.  Maxwell 
Gordon,  2b  Cricklewood  Lane,  London 
NW2  1  EX. 


BUSINESS 
OPPORTUNITIES 


WE  PURCHASE 
SHOP  STOCKS  AND 
MANUFACTURERS  SURPLUS 

Please  telephone  or  write: 

LAWRENCE  EDWARDS 
AND  CO.  LTD., 
Wellington  Close, 
London  W11  2 AN. 
Tel:  01-727  3137-8 


STOCKS  WANTED 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 

trade  tor  manufacturers  clearing 

lines,  and  retailers  stocks 

8   Northburgh   Street,  London 

EC1V  0BA.  Tel:  01-253  1184/5. 

Telegrams:   "Salvall",  London, 

•E.C.1. 


BUSINESSES  FOR  SALE 


XI— CENTRAL  LAN- 
CASHIRE— Corner  site  in 
centre  of  town,  small,  good  living 
accommodation  available.  1,500 
scripts  per  month.  Turnover 
increasing  in  real  terms.  In  1978 
reached  £57,500.  Premises  for 
sale  or  lease.  Goodwill  and  fix- 
tures £3,000.  Stock  at  valuation. 


X6— LEICESTER— Suburban 
Business — turnover  £55,000 
(1977)  profits  £10,000  to 
owner/manager.  Dispenses 
approximately  2,000  pre- 
scriptions per  month.  Property 
for  sale  or  will  grant  lease.  Total 
capital  requirement  including 
freehold  £30,000  including  stock 
£12,000. 


X5— LANCASHIRE— drug 
store,  should  do  well  as  phar- 
macy, cash  turnover  exceeds 
£30,000,  good  shopping  site 
Property,  to  be  let.  Living 
accommodation  with  2  bedrooms 
available.  Price:  goodwill  and  fix- 
tures £4,000.  Stock  approx- 
imately £6,000. 


X2  —  NORTH  COUNTRY 
beauty  spot — retirement  vac- 
ancy, turnover  approximately 
£40,000,  freehold  property  with 
spacious  living  accommodation 
for  sale  at  £18,000.  Stock 
approximately  £4,500.  Suit  semi 
retirement. 


X4— EAST  COAST— pharmacy 
with  profitable  sub-post- 
mastership,  premises  held  on 
long  lease  at  £675  p. a.  Shop 
turnover  £60,000,  including  pro- 
ceeds of  1,500  scripts  per  month. 
Post  office  salary  in  addition 
gives  owner-manager  approx. 
£16,000  p. a.  income.  Easily  run. 
Price  £12,000  +:  stock  approx. 
£8,000. 


V  Ernest  J/George 

>ra  &  co 

K    GARDALE  HOUSE,  122  GATLEY  ROAD,  GATLEY,  CHEADLE 
^  g  CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 


SH0PFITTING 


LONDON  AREA 
SALES 

(Other  territories  con- 
sidered) 

DISTRIBUTION 

TO  RETAIL 
CHEMISTS  AND 
DEPT.  STORES 

required  by  well  established 
company  with  excellent  sea- 
sonal lines.  Sell-in  times  late 
Autumn/Winter/Early  Spring. 
Must  be  active,  reputable  and 
well  introduced,  with  effective 
sales  force  for  qualify  mer- 
chandise. 

Please  send  details  to 
Marketing  Director 
Box  No.  2652. 


WANTED 
Old  chemist  shop  fixtures,  counters 
bottles  etc. 
Write  to: 
tRED  STANBROOk, 
22,  Princess  Road, 
Ashlord,  Middlesex. 
Hmne  Ashlord  -I13H2. 


WANTED.  Old  and  antique  architec- 
tural interior  and  exterior  fittings  and  fix- 
tures, shop  fronts,  panelled  rooms,  dis- 
play cases,  leaded  glass  windows, 
doors,  ceilings,  <jomes,  screens,  en- 
trances. Herbert  Sutcliffe,  Ing  Hey, 
Briercliffe,  Burnley,  Lanes.  Tel.  Burnley 
(0282)  31239  or  24225. 


PHARMACEUTICAL  ANTIQUES. 

Drug  runs,  shop  interiors,  bottles, 
etc.,  urgently  wanted.  Kindly  contact 
Robin  Wheeler  Antiques,  Parklands 
Park  Road,  Ashtead,  Surrey.  Tele- 
phone: Ashtead  72319.  Buyer  col- 
lects. 


E.  PLAN 

DISPENSARY  AND 

PHARMACY  FITTING 

N.P.A.  and  Numark  recommended.  Full 
details  from: 
EUSTACE  INTERNATIONAL 
New  Road 
Newhaven 
Sussex  BN9  0HE. 
Tel:  07912  7711. 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds.  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote.  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases. Early  delivery  direct  from  mak- 
ers. THIRSK  SHOPFITTINGS,  741- 
743  Garrett  Lane,  London  SW17  0PD 
Tel:  01-946  2291. 


SPECIALIST  SHOPFITTING  SER- 
VICES. Free  Planning,  Competitive 
Prices.  Phone  061-445  3506.  H.  A. 
Peyser,  20  Fairfax  Avenue,  Didsbury, 
Manchester  M20  0AJ. 


SHOPKIT 

The  world's  first  D.I.Y.  shopfitting  system 
can  save  you  as  much  as  £1,500  on  an 
average  refit.  Illustrated  leaflets  sent  by 
return  of  post. 

SHOPKIT, 

50  Ivatt  Way, 
Peterborough  PE3  7PN, 
or  telephone 
Peterborough  0733  265263 
(24-hour  cheap  service). 
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Modular  units  with  complete 
shopfitting  services.  NPU-NPA 
recommended  (for  15  years). 
Coloured  brochure-from: 
Olney  Brothers  Ltd., 
Northbridge  Road,  Berkhamsted, 
Herts.  HP4  1EG.  Tel:  5417/9 


Chemist  &  Druggist  301 


APPOINTMENTS 


TRADEMARKS 


DUE  TO  CONTINUED  EXPANSION 

A  vacancy  exists  for  the  position  of 

ASSISTANT  TO  THE 
GENERAL  MANAGER 

The  successful  applicant  must  be  fully  experienced  in  all  aspects 
of  pharmaceutical  wholesaling. 
Application  forms  must  be  applied  for  in  writing  to: 
Mr  H.  A.  Garlick, 
Bradford  Chemist  Alliance  Limited 
Alliance  House,  York  Street 
Bradford  BD8  OrM 
0274  495821 


The  Trade  Marks  included  in  the  schedule  below  were  assigned  on  27  December  1978  by 
Evans  Laboratories  (U.K.)  Limited  (formerly  called  Evans  Chemicals  Limited)  o  Cradle 
Rridse  Mortimer  Street  Trowbridge.  Wiltshire.  BA14  SBB.  to  Evans  Chemicals  lnc  ol 

OL  THE  BUSINESS  IN  WHICH  THEY  WERE  THEN  IN  USE. 

Goods 

Toilet  preparations  (not  medicated)  containing  sulphur 
compounds. 

Hair-waving  preparations  and  depilatory  preparations, 
all  containing  sulphur  compounds. 
Non-medicated  toilet  preparations  for  the  hair. 


Mark 

THIOVAN1C 


No. 

646942 


THIOVANOL  647021 


CHEMET1C 
a  Heraldic 
Device 


EN  GARDE 


651398 
663138 


Cleaning  and  polishing  preparations  lor  metals,  non- 
medicated  toilet  preparations,  cosmetic  preparations, 
soap,  perfumes,  essential  oils,  toilet  preparations  for  the 
hair  and  dentifrices. 
664221  Cleaning  and  polishing  preparations  tor  metals,  non- 
medicated  toilet  preparations,  cosmetic  preparations, 
soap,  perfumes,  essential  oils,  toilet  preparations  lor  the 
hair  and  dentifrices;  not  including  cleaning  preparations 
lor  toilet  bowls  and  urinals  and  goods  ol  the  same 
description  as  cleaning  preparations  for  toilet  bowls  and 


Two  Sales  Executives 
REQUIRED 
CONTACT  LENS  FLUIDS 

Midlands-Bristol  and  Home  Counties,  North  Areas. 
Attractive  salary  and  incentive  scheme.  Additional  fringe 
benefits. 

Experience  in  the  pharmaceutical/optical  industry  not 
essential  but  an  advantage: 

Please  Apply  Box  No.  2653. 


TRADE  SERVICES 


Wandsworth  and  East  Merton 
Teaching  District 

St  James'  Hospital, 
Sarsfield  Road, 
Balham,  London,  S.W.12 


PHARMACY 
TECHNICIAN 

We  need  a  certificated 
technician  to  join  an 
enthusiastic  team 
involved  in  dispensing 
and  ward  visiting. 
Salary  scale:  £2691- 
£3411  p.a.  plus  £354 
p.a.  London  Weighting. 

Further  details  from  Mr 
J.  Lowe,  Principal 
Pharmacist,  01-672 
1222  extension  310. 

Application  forms  from 
Assistant  Hospital 
Administrator,  01-672 
1222  extension  356. 


Experienced 

PHARMACEUTICAL 
TELE-SALES 

person  required  by  wholesale 
pharmaceutical  company  in 
London. 

Apply: 

I.  &  N.  Rabin  Limited 
16  Orsman  Road 
London  N1 

Tel:  01-739  3411 


PHARMACEUTICAL 
EXPORT  PACKING 


•  Your  products  correctly  packed 

•  Carefully  handled 

•  Meticulously  checked 
for  air/sea  freight,  by 

Globestone  (Storage)  Limited 
1-7  Church  Street 
Edmonton,  London  N9 
Tel:  01-803  4474 


Please  mention 
C  &  D  when  replying 
to  advertisements 


Approved  Prescription  Services  Limited 

CLECKHEATON  WEST  YORKSHIRE-  BD19  3BZ. 
TELEPHONE:-    CLECKHEATON  (0274)  876776. 


Aliens  Pharmacy 
South  Woodford,  E.18 

require 
experienced  full  time 

Sales  Manager/ 
Assistant 

No  Saturdays. 
Top  salary  to  right  person. 
Good  references  essential. 
Phone  01-550  6813 
for  an  appointment. 


QUAlIFIED/UNQUAUFiED  DIS- 
PENSER required  in  friendly  rural  prac- 
tice. Accommodation  will  be  available, 
hours  and  salary  negotiable.  Apply  Dr. 
Farrow  and  Lewis,  North  Ridge,  Hawk- 
hurst,  Kent,  or  phone  Mrs.  Henshaw 
Hawkhurst  2717 


CHEMIST  &  DRUGGIST 

gets  results.  Put  it  to  the  test  by 
posting  us  your  next  advertisement 
pr  by  telephoning  us  on: 

01-353  3212  Extension  116. 


BOX 

NUMBERS 


When  replying  to  Box  Numbers, 
all  correspondence  should  be 
addressed  as  follows: 


Advertisers  and  cor- 
respondents can  be  assured 
advertisements  carrying  a  Box 
Number  will  be  treated  in  stric- 
test confidence. 


Chemist  &  Druggist, 

Box  no  , 

25  New  Street  Square, 
London  EC4A  3JA 
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Manufacturing  & 
Distributing  Services 


FASHION  JEWELLERY 

We  otter  you  the  following  trading 
facilities 

1.  Cash  and  carry  showroom  with 
free  parking 

2.  Representatives  calling  in  Lon- 
don and  Home  Counties 

3.  Selected  parcel  service  — 
prices  and  details  on  request 

Write  or  telephone  for  services 
required  to: 

ALANDRA  PRODUCTS  LTD., 

,138-139  Shoreditch  High  Street, 
London,  E1  6JE. 

Telephone  01-739  1201 .  01-739  1205 


DENNIS  HILLYARD 
CONTACT  LENS 
SUPPLIES  LIMITED 

55  Barton  Road,  Water  Eaton  Estate, 

Milton  Keynes,  Bucks. 

Tel:  STD  (0908)  74537 

Telex:  847777  DELRAY  G  Attn.  151 

"  N 


E  Suppliers  of 
all  contact 
lens 

solutions, 
cases  and 
accessories. 


Focus  Solutions 
Suppliers  &  Wholesalers  of 
Contact  Lens  Solutions 
Eye  Care  Cosmetics 
and  Accessories 
Burton  Parsons 
Barnes  Hind 
Contactasol  Allergan 

Smith  &  Nephew 
Alcon  Optrex  Optique 
Sauflon  Pharmaceutical 
Telephone  Harry  Applebaum  at 
Watford  (0923)  30348  for  details 
Focus  Contact  Loos  Laboraton  Ltd. 
3  Derby  Works,  Carey  Place, 
Watford,  Herts. 


PLEASE 
MENTION 


WHEN  REPLYING 
TO  ADVERTISEMENTS 


=WELROSS= 

WHOLESALE  LIMITED 
OFFER1 

•Comprehensive  range  of  quality 

sundries  and  toiletries 
•Monthly  promotion  on  brand  leaders 
•Window  bills  supplied 
•High  profit  margins 

Contact  John  Gonen  on  01-689  0115 
WELCARE  WORKS,  1443B  LONDON  ROAD,  SW16 


Rodine  C 

FOR  RATS 
&MICE 


At  hardware  stores, 
chemists,  DIY  and 
garden  shops. 

RENTOKIL 

PRODUCTS  THE  PROFESSIONALS  USE 

RENTOKIL  LTD,  PRODUCTS  DIVISION,  FELCOURT,  EASTGRINSTEAD 
WEST  SUSSEX.  RH192JY  Telephone  Ungfield  (0342)  833022' 


PLASTIC  PRODUCTS 

BABY  PANTS 
TODDLER  PANTS 
INCONTINENCE  PANTS 
MATTRESS  SHEETS 
COT  SHEETS 

etc.,  etc. 

HENLEYS 
OF  HORNSEY 
LTD. 

London  N8  0DL 

Tel:  01-889  3151/6 


FOR  CHOICE  OF 
CONTAINERS  .  .  . 


VIALS,  BOTTLES,  JARS, 

METRIC  MEDICALS, 
RIBBED  OVALS,  CHILD 
RESISTANT  CONTAINERS, 
CREAM  JARS,  SINGLE 

OR  DOUBLE  WALL, 
SPOONS,  MEASURES, 
UNICAPS,  MEDICAPS, 
EYE  DROP  BOTTLES 
The  choice  is  yours  .  .  . 


Ceebrite  Ltd. 

NEW  HERTFORD  HOUSE, 
96  ST.  ALBANS  ROAD, 
WATFORD,  HERTS. 
Tel:  Watford  (92)  40740. 
Telex:  925059. 


systems      THE  COMPLETE  SH0PFITTERS 


Whatever  your  problem  we  can  solve  it  for  you  including  walls  out,  girders 
in  and  all  the  building  works  involved  in  your  shop  modernisation  scheme. 
Our  Package  Deal'  service  includes  dealing  witn  Local  Authorities  where 
planning  permission  is  required,  etc.  Free  Surveys,  Drawings  and  advice 
by  our  expert  consultants,  and  a  very  competitive  detailed  estimate.  We 
can  do  everything  including  floor  coverings,  electrics,  suspended  ceilings 
and  fronts,  all  with  our  own  skilled  labour,  and  our  modern  workshops 
produce  the  highest  quality  purpose  made  joinery  to  suit  all  your  require- 
ments and  of  course  for  the  internal  shopfittings  we  use  the  UMDASCH 
system,  generally  accepted  as  the  leader  in  quality,  design  and  versatility. 
We  are  N.P.A.  recommended  and  cover  all  types  of  trades  in  any  part  of 
the  country.  Why  not  contact  us  now  and  find  out  more  about  us  without 
any  obligation. 


Wilderness, 

Berkhamsted,  Herts.  HP4  2AZ. 


RING  (04427)  73335  NOW! 


DENTAL  HEALTH  PROMOTION  LTD. 


98%  protection  against  caries  given  by 
Fluor-a-Day  tablets 

A  defntist  writes  to  us,  "We  did  a  survey  of  1 50  five-year  old  patients;  98%  of  those  who 
had  fluoride  tablets  since  birth  had  perfect  mouths;  2%  had  one  filling  each  Of  the 
children  whose  mothers  had  advice  on  diet  and  regular  treatment  but  no  tablets  7V2% 
had  perfect  mouths  and  the  others  158  fillings  and  34  extractions". 

Please  contact  your  wholesaler.  In  case  of  difficulty  contact: 

DENTAL  HEALTH  PROMOTION  LTD, 
130  FINCHLEY  ROAD,  NW3. 
TELEPHONE:  01-794  8902. 
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SQUIBB 

Introduce 


nadolol 


more  than  just  a  good  name 

Once  a  day  Corgard  is  a  non-selective  beta- 
adrenergic  blocking  agent  for  the  treatment  of 
hypertension. 


guards  the  heart  during  blood  pressure  control 
and 

increases  renal  blood 
flow  which  may 
reduce  the  need  for  a 
diuretic. 


is  not  metabolised 
_  nor  is  it  affected  by 
the  intake  of  food. 


has  the  longest 
®^  serum  half-life 
(24  hr)  protecting  against 
a  missed  dose. 


Corgard  (nadolol)  80  mg 
tablets  are  supplied  in 
packs  of  100. 

Corgard 

The  best  for  a  long  time. 
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Data  sheet  information 

PRESENTATION 

White,  round,  tablet  engraved  'Squibb'  and 
'241',  scored  on  reverse,  containing  80  mg 
nadolol. 
Indications 

For  the  long-term  management  of  essential 
hypertension,  either  alone  or  in  combination 
with  other  anti -hypertensive  agents. 
DOSAGE  AND  ADMINISTRATION 

Initially  80  mg  once  daily.  This  dose  may  be 
increased  by  80  mg  increments  at  weekly 
Intervals  until  an  optimum  response  is 
obtained.  Most  patients  respond  to  240  mg 
or  less,  daily,  but  doses  up  to  640  mg  have 
occasionally  been  used.  In  some  patients  it 
may  be  necessary  to  administer  a  diuretic, 
peripheral  vasodilator  and/or  other  anti- 
hypertensive agents  in  conjunction  with 
nadolol  in  orderto  achieve  satisfactory 
response.  Dosage  should  be  individually 
titrated. 

Nadolol  may  begiven  inaonce  daily  dosage 
without  regard  to  meals. 
Treatment  of  hypertension  associated  with 
phaeochromocytoma  may  require  the 
addition  of  an  alpha-blocking  agent. 

Contra-indications 

Likeotherdrugsmthisclass,  nadolol  is 
contra-indicated  in  bronchial  asthma; 
allergic  rhinitis  during  the  pollen  season; 
sinus  bradycardia  and  2nd  and  3rd  degree 
heart  block;  cardiogenic  shock;  right 
ventricular  failure  secondary  to  pulmonary 
hypertension;  congestive  heartfailure; 
during  and  within  2  weeks  of  administration 
of  adrenergic  augmenting  psychotropic 
drugs  such  as  monoamine  oxidase  inhibitors. 

Warnings 

Exacerbation  of  angina  and  myocardial 
infarction  have  occurred  after  abrupt 
discontinuation  of  therapy  with  beta- 
adrenergic  blocking  agents  in  patients  with 
angina  pectoris  or  other  evidence  of 
coronary  artery  insufficiency. 
The  normal  precautions  associated  with  the 
use  of  beta-adrenergic  blockers  should  be 
followed. 

There  have  been  reports  of  skin  rashes  and/ 
or  dry  eyes  associated  with  the  use  of  beta- 
adrenergic  blocking  drugs.  The  reported 
incidence  is  small  and  in  most  cases  the 
symptoms  have  cleared  when  the  treatment 
was  withdrawn.  Discontinuance  of  the  drug 
should  be  considered  if  anysuch  reaction  is 
not  otherwise  explicable.  Cessation  of  therapy 
with  a  beta-adrenergic  blocker  should  be 
gradual. 

Nadolol  should  be  used  with  caution  in 
patients  with  impaired  renal  or  hepatic 
function. 

The  safety  of  nadolol  in  pregnancy  has  not 
yet  been  established,  and  it  should  only  be 
given  to  nursing  mothers  if  deemed  essential. 

Side-effects 

These  resemble  those  reported  with  other 
beta-blocking  drugs  and  rarely  require 
withdrawal  of  treatment.  They  include  gastro- 
intestinal effects,  bradycardia,  fatigue,  light- 
headedness, cold  extremities,  insomnia, 
paraesthesia  and  dryness  of  the  mouth. 
Cardiac  insufficiency,  hypotension  and  AV 
block  have  occurred  on  rare  occasions. 
Overdosage  or  exaggerated  response  should 
be  treated  supportively  and  symptomatically. 
LEGAL  CATEGORY 
Prescription  only. 
Product  Licence  Number 
0034/0186. 

PACKAGE  QUANTITIES 

Bottles  of  100  tablets. 

Average  daily  cost  of  treatment  1 5p  per  day. 

Corgard  is  a  Trade  Mark  of 
E.R.Squibb&SonsLtd. 

TSpecial  reporting  to  CSM  required. 

Further  information  available  from: 

Technical  Services  Department, 

E.R.Squibb&SonsLtd., 

Regal  House,  London  Road,  VcX™ 

Twickenham,  Middx.TWI  3QT.  SQUIBB 
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